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ell All Comers with this 
New Twin-Service Light 
‘That Meets All Needs 


The famous Winchester Headlight that 
“lights where you look and leaves both 
hands free’’, introduced a new convenience 
into flashlights. The public has been quick 


to recognize this. Sales have told us so. 


OW this popular light introduces still 

another valuable new feature — all 
the service of the headlight plus the ser- 
vice of a lantern in one light. 


The twin-service headlight converts into 
a handy electric lantern simply and in a 
moment —with the added feature of a 
lens that can be tilted up or down. 


Both headlight and lantern can be 
changed from focusing to diffusing type 
at will by the use of a convertible reflec- 
tor that comes with the light. 


“The light that multiplies the service of 

the flashlight” thus combines four lights 

in one and meets the widest range of 

flashlight needs. Products that give more . 

service mean more sales. No dealer WINCHESTER 
should be without this big sales- making REPEATING ARMS CO. 
item. Order now from your jobber. new maven, cons, She 
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HEADLIGHT € LANTERN IN ONE 


Don't skid away 
from sure profits 


SELL WEEDS ec You know you'll 


wish you had more 

Weeds to sell the first time it snows. 
You can’t make a profit on goods you can’t 
deliver. Weed Chains are the most necessary 
winter time accessory and the most profitable. 


Get your Weed Chains now. Don’t skid away 
from sure profits. 

Sell Weeds—over 90% of your customers want 
Weeds, feel safer with Weeds—feel cheated if 
you try to sell them something ‘‘ just as good.” 

Sell Weeds because Weeds are the easiest 
tire chains to sell. Because Weeds are the best 
advertised. Because Weeds are known 
from coast to coast. Because Weeds 
are backed up by the world’s largest 
manufacturers of chains for all pur- 
poses. There is a Weed Chain for every 
motor vehicle. 


A Product of 
AMERICAN CHAIN C OMPANY, Ine. 
Bridgeport, Connecticut 


\ WEED AMERICAN 
TIRE CHAINS 
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For Bigger Sales / 


Y “NX Marked at 
3 Every Foot...... 





“Bomeco” — All 
Bronze Weather 
Strip 





oe ais ee One sale makes another. 
Edge Strip Lino. ar 

leum Binding. Every home dweller is in- 

terested in Winter comfort 

mone: and lower fuel bills. 


Cash in on this interest, and make other sales as well, with a 
timely display of Bosley’s “Bomeco” Weather Strip. Your neigh- 
bors know that their doors and windows leak—that drafts mean dis- 
comfort and expense. The Bosley display stand will remind them 
that now is a good time to make this winter a comfortable one and 
save coal, by applying good weather strip. 





“*Bomeco’’—All 
Bronze, hemmed 

— The combined display stand and take-off rack catches the -eye 
and makes measuring and wrapping most convenient. In a large 


size hardware store less selling expense was involved on Bosley’s 


“Bomeco” Weather Strip than on any other item carried. Present 
prices go back to 1895 for a parallel. 


Ask your Jobber today for your display. 


**Ameco”’—Cop- 
pered steel and felt. 


SS 


“Dust Seal” — All 
cushion, 4-ply. 


THE D. W. BOSLEY CO., CHICAGO, ILL. 


Your Grandfather Bought Weather Strip from 
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, Wire Screen Cloth”’ 
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means “highest 
mquality to your customers 


“We've used Cyclone Products for years. We 
AN D PRODUCT S- know they’re eh” That is What ucaesainie 
PROPERTY PROTECTION Pays say. So they ask for Cyclone Wire Screen Cloth 
e/ EN crue s Compares ie through habit. Show hom the “Red Tag” label 
on the end of the roll and they'll leave your 
store better satisfied. 

It’s a pleasure to sell Cyclone Wire Screen 
Cloth, too, because it’s easy to handle. Lies flat, 
; no curling. No bulging when installed. Even 


WAUKEGAN ILLING 





uniform weave gives it a neat appearance. Gal- 
F eature Cy clone P r oducts: vanized, merely black, bronze or copper. Sold 
ee only under the Cyclone name, and only through 
Cyclone “45” Chain Link Lawn Fence regular hardware dealers. Order from your icb- 
Cyclone Ornamental Lawn Fence ber. If he cannot supply you, write direct to us. 
Cyclone Catch-All and Burnit Baskets CYCLONE FENCE COMPANEF 
Ee SER General Offices: Waukegan, IIl. 
Cyclone Wire Screen Cloth Branch a All peaaieed Cities 
Pacific Coast Division: STANDARD FENCE COMPANY, Oakland, Calif. 
SUBSIDIARY OF UNITED STATES STEEL CORPORATION 
Amenican Bawwce Company PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES Ow Wext SuppLy Company 
AMERICAN SHEET AND TIN PLATE COMPANY Cotumsia Stee, COMPANY ILtinots Stee, COMPANY Tae Lorain Stes. Company’ 
AMERICAN STEEL AND Wire COMPANY Cyctone Fence Company Minnesota STEEL ComPANY Tennessee Coat, Iron & RAILROAD Co. 
Carnecis Stee. CoMPANY FEDERAL Suips'Lpc. & Dry Dock Company NATIONAL TusE COMPANY UNTVEeRSAL ATLAS CEMENT COMPANY 
Pacific Coast Distributors—Colambia Steei Company, Russ Bidg., San Francisco, Calif. Export Distributors—United States Stee! Products Company, 30 Church St., New York, N. Y. 
: — 
©1931, C. F. Co. 
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Who... 
Leads the 
Shovel Industry 





New Ideas 2 
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Window tities 





must be FLAT to be 







































Crrar! 


INDOW glass that gives a true 
perspective of the view beyond it 





.. glass that has a fine transparency 
unmarred by distorting defects...glass 
that will be a steady, profitable seller... 
in order to possess these qualities, a 
window glass must be truly flat. 

It is in this essential flatness that 
Pennvernon-Window Glass so far excels 
ordinary glass. For Pennvernon, due to 
our exclusive manufacturing process of 
flat drawing, has a flatness never before 
equalled in fire finished glass. 

As a result, Pennvernon is clearer, 
more transparent, freer from the un- 
sightly defects so common in ordinary 
glass. And the surfaces of a sheet of 
Pennvernon are brighter, more brilliant- 
ly reflective, more nearly parallel. Yet 
Pennvernon is no more expensive than 
ordinary window glass. 

It will pay you to investigate Penn- 
vernon Glass and see its sales possibil- 
ities for yourself. It is available at all the 
warehouses of the Pittsburgh Plate Glass 
Company—one in every leading city— 
and at glass jobbers. We will be glad to 
send you samples—and our booklet on 
Pennvernon manufacture. 
Pittsburgh Plate Glass 
Company, Grant Building, 
Pittsburgh, Pa. 
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In the 
Shovel Industry 


Most of the New Ideas 





e In Products 


ein Merchandising 
ein Advertising 


Have Been Developed by 
The Wood Shovel and Tool Company 
“Moly” “Big Fist’’ 


The World’s Premier Shovel. Champion of its Price Class. 


“Moly-D” Handle “Moly” Step 


Comfort plus Durability. Makes Digging Easier. 


Now! 
Two NEW Ideas 


Be sure tosee us and get all the details 
at the Chicago Convention, Palmer House 
October 19 to 23. 


THE WOOD SHOVEL AND TOOL CO. 
Piqua, Ohio 
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Rees & Prince products 
are right in accuracy, finish and package. 
You can sell them with the utmost confidence 
of customer satisfaction. 

These and many other types and sizes in 
steel, brass, bronze, Everdur, Monel, Stain- 
less, and other special alloys and plain, 
polished, nickel, copper, blued, galvanized, 








cadmium or chromium finishes. 


. Standardize on Reed & Prince products. 


REED & PRINCE MFG. CO. 
WORCESTER, MASS., U. S. A. 


WESTERN BRANCH AT CHICAGO: 3635 IRON STREET 
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LOADED 


utth Sales Power 


FIRED 
by Display in Your Store 


AIMED 


at the Housewife’s Pocketbook 






























The Union 
Clothes Dryer 
stands erect and 
firm even when 
closed, and can be 
used in that posi- 
tion. Its dimen- 
sions, folded, are: 
Height 35 in., length 
24 in., width 7 in. 
This permits stor- 
age in small space 
and economical 
shipping. Proof 
against breakage. 


Made of strong 
hard steel wire of 
great strength when 
opened to full size 
— height 33 in., 
length, 24 in., and 
.width 23 in. Pro- 
vides 26 lineal feet 
of hanging space. 
Rubber feet protect 
floors. 






Here’s a new item 
you need to pep up 
Fall sales. The first 
real improvement in 
clothes dryers since 
women began to wear 
silk underwear and 
hosiery. On _ the 
white enameled rods 
of the Union Clothes 
Dryer there are no 
tiny splinters to snag 
and tear. There is 
room for a_ small 
family wash, yet the 
- meee )3=2whole dryer can be 
whisked behind a door when the bell rings. Made to 
sell at a popular price and pull a satisfying volume. 





Write for prices, or send a sample order today. 


UNION STEEL PRODUCTS CO. 
602 Berrien St., 


Albion, Mich. 





CLOTHES DRYER 
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Honor-Bilt’ Power Water Equi 3 


Tl When it comes to life’s daily necessities nature provides a year-through market for 
pumping equipment. 
Regardless of conditions homes and farms and all other activities, be they 
limited or extensive, water is essential, of first importance to health, happiness 
and prosperity. 

Myers. Self-Oiling Power Pumps and Water Systems are perfectly 
adapted to this wide market. A commercial line, simplified, improved 
and perfected, with many styles and sizes for a wide range of service 
to place within the reach of every water user the opportunity of 

having an abundance of water at low cost. 

























































































In the realms of pumpdom they have those exclusive fea- 
tures which simplify to the extreme their installation and 
maintenance. They are outstanding for dependability 
and their day-in and day-out performance in thousands | 









































of installations is ample evidence of their ability to 








satisfactorily meet the needs of your trade. 
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ing the Falland Winter months, the Myers 
Line offers exceptional possibilities. You 
need but remember the fact that Myers 
Self-Oiling Power Pumps and Water 


Systems will open the way to op- 


portunities for profitable busi- 
The FF, MYERS ® BRO.c. ASHLAND, OHIO. 


ness during a season when 
PUMPS * WATER SYSTEMS + HAY TOOLS + DOOR HANGERS 


sales on other lines of mer- 
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‘No Piece of Vimlite Has Ever Failed 


CoM CINA-ME Geolusl ol (-t-MeTehitaielaitely 





BLUEPRINTS FREE 


for the new 
VIMLITE 
Lm GREENHOUSE 


Now, there’s a bigger chance than ever to make 
steady profits from the sale of Vimlite as a greenhouse 
material in place of glass. One-third as cheap to build— 
less than $100.00 complete— admits ultra-violet rays 
(which glass won’t)— doesn’t break or shatter — lasts 
years in any position. 


Just figure the customers around you. Many home- 
owners, most farmers, truck-gardeners, nursery men, will 
wanta Vimlite Greenhouse. And, above ? 

all, the New York Wire Cloth Company 
furnishes Free Blueprints showing how 
easy it is to build such a greenhouse. 


Other Fields to Sell 


Vimlite fills many needs around the farm. pouttry men and 
Recommend it for cold-frames, hot-beds, farmerssoon realize 
‘wong! houses, hog-houses, rabbit hutches, the value of Vimlite 
»arn windows, dairy sheds. Useful as porch en- 2° # health-builder 

? ; for the flock. In- 
closure, for camp windows; contractors’ shacks creases egg produc- 


—any place where breakage occurs. tion— protects 
shed 6 young chicks. 





Vimlite is easy to bend, cut and tack up 
anywhere. Although light in weight, one 
square yard will = a man’s weight. 
Its extra strong wire backing gives it more 
life. Its extra thick coating of cellulose ace- 
tate won’t fall out or weaken under severe 
sun’s heat or storms. It is the only glass- 
substitute recommended for continued use 
, Z in vertical, inclined or horizontal positions. 
bo peg aap vowel Sold in 28 and 36-inch rolls—50 and 100 
stimulates sturdier feet long. Packed in substantial 
plants. A big market corrugated cardboard container 


bere {hat is only which keeps stock clean. 


FREE DISPENSER! 


Beautifully colored, Steel Dispensing 
Rack is Free to Vimlite dealers. Holds 
any size Vimlite carton easily—permits 
the material to be pulled out to the de- 
sired length and sheared off. Pockets for 
Folders and Samples. A real salesman, 
itself. Have you got yours? 








Vimlite is distributed exclusively through legiti- 
mate hardware jobbers to independent retail 
stores. Vimlite is consistently advertised to the 
better-class poultrymen and farmers. 


New York Wire Cloth Company, 342 Madison Avenue, New York 
No Piece of Vimlite Has Ever Failed 





to Give Complete Satisfaction 


New York Wire Cloth Company, 342 Madison Ave., New York City, N.Y. a 


O Send me FREE Sample and complete Vimlite data. Also blueprint of b 
new Vimlite Greenhouse. 


a 
E © =I now stock Vimlite. Send me folders, samples, etc., for distribution. & 
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your customers 
of their needs. . 





Display Bassick Casters 
and NoMar Rests... and 


Double Your Sales! 


Keep Bassick Floor Protection equip- 
ment out in the open — where cus- 
tomers can see it. 

Remind them of the balky casters 
on their beds that stick, bind, and 
ruin floors. 

Remind them of the unguarded 
legs of their sofas and upholstered 
chairs that are gouging the living 
room Carpet. 

You'll double your sales of Bassick 
Casters and NoMar Rests with an 
open-table display. You’ll welcome 
the steady profits they bring in all 
year long. 

Stock our 7 standard items—display 
them—keep the line complete—and 
you'll fill all your customers’ needs. 

Your jobber can supply you. Write 
for our dealers’ catalog No. 106. 


THE BASSICK COMPANY 
Bridgeport, Conn. 
Branch Offices in: New York City, Chicago, 


Philadelphia, Grand Rapids, 
Mich., Evansville, Ind. 


_Bassid 


“For 35 years the buy-word for fine casters and furniture rests” 
Rec RRR 
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X‘removes" 


X bleaches 
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The high. “ 
road 


Not so long ago, Double X was a mystic 
“unknown quantity”. Today, its name 
and fame have spread far and wide... 
through the regular channels of trade, 
and through the magic of printer’s ink. 


For the national.advertising of Double 
X carries no humdrum monologue. It 
is real news...the story of a chemist’s 
discovery that has taken the back-break 
and purse-ache out of floor and (wood- 
work) refinishing; the story of a double- 
action compound that cleans and 
bleaches in one operation. The adver- 
tising story it tells is a real “scoop”... 
nothing else like it in America! 
































Month after month, millions of mes- 
sages...in such outstanding magazines 
as the Saturday Evening Post, Better 
Homes & Gardens, House Beautiful... 
are traveling the nation’s highways 
and buy-ways...telling your customers 
the “double-action” story of Double X 
...making quicker sales for you! 




























bicker Sales 


Remember, too, that every sale of 
Double X means an unfinished floor (or 
other surface) which must be finished. 
This means, in turn, the sale of varnish, 
paint, shellac, wax, brushes and other 
neat-profit items. 


It’s only good business to stock up and 
hook an Ask us for new colorful dis- 
play helps!...put Double X to the fore 
in your store....remind the folks who 
are reading our advertisements that. 
your store is the place to buy it! 
Schalk Chemical Co., 357 East Second 
St., Los Angeles. Eastern Branch: 3932 
South Lincoln Street, Chicago. 


DOUBLE X FLOOR CLEANER 
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October 29th 
Is a Big Day For the Jobber! 


It signalizes the publication date of the 


JOBBERS’ CONVENTION NUMBER 
OF HARDWARE AGE 


This outstanding number presents in detail the first 
report of the convention of the Wholesale Hardware 
Trade at Chicago during the week of October 19. 


It offers manufacturers an opportunity for a construc- 
tive sales message to the trade in the issue which is 
regarded as the trade medium of publicity for this 
convention. ; 


Every important executive in the retail and whole- 
sale trade will be an interested reader. It will discuss 
topics which directly affect the daily problems of the 
entire industry. 


The current advertising rates apply. Hardware Age 
Red available at $50 per page additional. 


You are cordially invited to forward your space reser- 
vation at once. Final Advertising forms close 
October 20. 


HARDWARE AGE 
239 West 39th Street New York City 


Charter Member A. B. C. Charter Member A. B. P. Inc. 
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Easy to Sell@ 


because 


Easy on Blades 


Union Hardware Hack Saw Frames are easy to 
sell, because they are easy on blades. 


The adjustment is simple and positive. They 
hold the blade rigidly and securely at the 
proper tension for cutting . . . save blades. 


Balanced just right. Handles afford a good firm 
grip. Nicely finished. 


Steady, profitable sellers to mechanics as well as 
for home use. Made in six different patterns 
with nut wing or screw’ handle adjustment for 
tightening the blade. Packed individually in 
cardboard box, with or without blade as ordered. 


Popular prices. 


Please order from your Jobber. If he cannot 
supply you—write to us, and we will refer you 
to the nearest jobber who will. Send for Tool 


Catalog No. 10. 


HARDWARE COMPANY 





Reg. U. S. Pat. Off. 


Established 1854 Incorporated 1864 
TORRINGTON, CONN. 
New York Office 151 Chambers St. 













HARDWARE COPPANY 
rs ” 


Reg. U. S. Pat off. 


HACK 
SAW 
FRAMES 


No. 2150 
Adjustable 8 to 
12 inches. Adjust- 
able Frame, 
Nickel Plated, 
Black Enameled 
handle with Screw 
Adjustment for 
Tightening Blade 


Depth of 


Frame 











No. 2140 for 10 Inch Blades 
Non-Adjustable 


No. 2175 Adjustable 
8 to 12 Inches 


No. 2115 Adjustable Frame for 
Blades 8 to 12 Inches 
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R-W “Slidetite’”’ doors, 

electrically operated by 

R-W “‘Aut-O-Dor,”’ in the 

“Forty Eleven Apart- 

ments,” erected by Bush- 

Burns Realty ee of 
St. Lo 





For any DooR-Way 
ditite. preferred! 


Folding sliding garage doors on R-W Slidetite hard- 
ware are most highly recommended ... and R-W 
offers all types including Swingtite (hinge doors), Slid- 
aSide (around the corner), parallel sliding, and OveR- 
Way (overhead type). 


Each kind of equipment has its own peculiar advan- 
tages, and in every case these are accentuated in R-W 
equipment. Slidetite, however, is preferred because it 
meets all requirements in more doorways than all the 
others put together. 
R-W <‘Swingtite” doorway 


Slidetite folding sliding doors can be operated by hand senlaent Chextens. 
or electrically, as in the “Forty Eleven Delmar Apart- 
ments” illustrated above. Switches at convenient places 
inside all the auto storage space enable the driver or 
attendant to open or close doors quickly. Tenants of 
100 apartments are served by this Slidetite equipment. 
The doors operate noiselessly and surely, never give the 
slightest trouble. 








* — R-W “OveR-Way” doors, 
This is only one of thousands of instances. Call upon anith unigne featwres tat 


the nearest R-W branch office for advice. R-W equip- possessed by other equip- 
ment meets every type of doorway requirement. ment of this type. 


Write for Catalog 


Richards-Wilcox Mfg. Co. 


“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 
Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati 
Indianapolis St.Louis New Orleans Des Moines Minneapolis Kansas City 1880/1931 


'yleaves - “ ° we 
» imprint Los Angeles San Francisco Omaha Seattle Detroit Atlanta Pittsburgh R-W “SlidaSide (around 
Milwaukee Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg the corner) garage doors. 
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Now compare other torches 


with this “ALWAYS RELIABLE” 


No. 87 Qt. Torch 
An “ALWAYS RELIABLE” 
FULLY GUARANTEED 





New large cone-shaped burner with should- 
ered needle and wire wheel handle instead 
of old style small burner and handle which 
gets too hot. 


033” brass tank—flanged at lower end— 
thickness as in past—not made from thin- 
ner brass. 


Tank highly polished and lacquered as in 
past instead of spraying with bronzed 
lacquer. 


.031” brass bottom for tank as in past 
instead of plain steel or steel sprayed with 
bronzed lacquer. 


Cast bronze long armed tank reinforce- 
ment and burner support instead of small 
round burner bushing. 


Cast bronze handle brackets instead of 
strip steel bracket. 


Bottom filler, funnel shaped with bronze 
filler plug—convenience—not near hot 
burner. 


Parts still made from brass—as in past— 
have not been changed to steel or iron to 
reduce cost. 


We have increased quality at same selling 
price rather than to reduce our standard to 
obtain lower price. 


Why not know the grade and style of torch 
you are ordering instead of just the price? 


Order through your jobber or order 
through us, mentioning jobber’s name. 


OTTO BERNZ CO. INC. 


NEWARK, NEW JERSEY 
Established 1876 
Stocks In 
Chicago, Il. San Franciseo, Callf. New York City 
41 Spear St. 66 West Broadway 


174 Ne. Wacker Drive 
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THEY DO 
NOT BUY 


Now is the time to use your 


note book again. 


It is just as important to study 
why and to keep a record of the 
sales you lose as it is the sales 


you make. 


There are five reasons why a 
customer does not buy—(1) he 
is not a prospect; (2) his inter- 
est is not aroused; (3) he is not 
properly informed; (4) he does 
not appreciate the value of qual- 
ity in service; (5) he wants to 


delay or is afraid to buy. 


If the first reason does not 
apply, you have missed some. 


thing in making the sale. 


All the other reasons for not 
buying a good Atkins “Silver 
Steel” Saw can be removed by 


good salesmanship. 


Think over your lost sales. 
After you carefully check the 
reasons you will make sales 
where you previously said—“I 
just can’t sell him” or “he isn’t 


ready to buy.” 


Then you will find yourself 
asking the great question that 
the real salesman is always fig- 
uring—“What can I help him 
to buy next that will be of great- 
est value to him?” 


(Signed) 











THE QUESTION MARK 


HAT part does it play in selling? How does it control your sales? 
Next week Sam Sayles shows why you must dispose of every question in the 
mind of the prospect before a sale can be made. Send for the complete series 


of talks. 





Silver Steel 
Cross Cut Saws for 
the Farm 


Hire is a Cross 


Cut Saw — Atkins 
No. 5, that you can 
recommend to your 
farm trade to give 
them service. It’s 
one of our highest 
grade patterns; 
made of SILVER 
STEEL, -and SEG- 
MENT GROUND. 
Will hold its tem- 
per and sharp cut- 
ting edge assuring 
the user of fast, 
clean cutting with- 
out binding. See 
your jobber for a 
stock of these 
blades. 


Write for a copy 
of Atkins Saws on 
the Farm, a book of 
which you will 
want a supply to 
hand out to your 
farm customers. 
Let us help you de- 
velop this highly 
profitable market. 
Send for the book 
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Is There a Clog in the Neck of the Bottle? 


are retail merchants who fail. In the worst 

depression periods there are individual mer- 
chants who prosper. It all goes to show that the 
basic laws which govern business operate in the 
same way, depression or no depression; that strict 
observance of those laws always brings proportion- 
ately the same results. 

The outstanding problem of the individual hard- 
ware merchant has always been one of selling. His 
merchandise is of such a character that he is forced 
to depend upon the consistent patronage of a fair 
number of customers. To maintain his sales vol- 
ume, he has always needed and needs now more 
than ever before, a growing list of regular cus- 
tomers; people who go to his store as a matter of 
course whenever they need anything of a hardware 
nature. Hardware has never been a transient busi- 
ness. It is doubtful if a hardware store, under the 
best possible conditions of location and customer 
traffic, could break even on purely transient sales. 

Let’s analyze this establishment we call a hard- 
ware store. Let’s start at the beginning and ask 
ourselves: What is the basic reason for its existence? 
Some of you may reply that “the basic reason for 
any retail store is a community need.” Naturally 
no store can be successful unless it does fill a need, 
yet there are more stores today than the needs justify. 
No, the reason back of every retail store is not one 
of filling needs or giving service. From the stand- 
point of the merchant the only reason for opening 
a hardware store or any other kind of a store is to 
make money, and no store will long continue unless 
it does make money. 

Now let’s go one step farther and ask ourselves: 
“What are the essentials of a hardware store?” 
Broadly speaking, there are three; the stock, the 
customer and the store personnel. 

Now since stock is the first of these essentials, 
how should a hardware merchant select that stock? 


ie in the years of greatest prosperity there 
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What should he consider when ordering merchan- 
dise? There are many answers, but they may be 
boiled down to three. First—will it sell; Second— 
will it give permanent satisfaction; Third—will it 
pay a profit, direct or indirect. Any merchant who 
carefully answers these three questions, and buys 
accordingly, will, at least, solve his problem of mer- 
chandise selection. 

Naturally there are some items which will not 
pay direct profits and they must be offset by lines 
cr items not generally considered as staple hard- 
ware—but which carry a good profit. 

Next comes the customer, the most important 
single factor in merchandising today. Profits all 
come from sales and sales all come from customers. 
The logical thing for the hardware merchant to do 
therefore is to determine what it is that induces 
people to trade regularly at any certain store, and 
then concentrate his efforts toward providing that 
inducement. 

Investigations show that, other things being equal, 
people give the bulk of their patronage to stores in 
which there are other people whom they like and 
have confidence in. They do not spend very much 
money with people they dislike or distrust. 

And—that brings us to the third essential of 
store, the store personnel. It is a matter of great 
importance to you, particularly at this time, whether 
or not the people of your community have a per- 
sonal liking and a personal respect for you and 
those who comprise your sales force. This funda- 
mental law operates in good times and bad. It 
accounts for many successes and many failures. 

Perhaps a little more attention to the selection 
and training of your store personnel would prove 
to be the difference between regular customers and 
transients; profits and losses. 

There is always an individual “depression” when 
the store personnel clogs The Neck of the Merchan- 
dising Bottle. Liew S. Sou_e. 
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¥ Every child that sees 
this Book WILL SELL 
: TOYS FOR YOU.... 
32 PAGES 


OF TOYS Ride This is the 5th year for | 
VIVIDLY bay the TOY PARADE-—each 
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Offsetting Price 


in Paint Competition by 


Assortment 


Selling 





How one dealer sells 
paint by the JOB in- 


NSTEAD of steadofbythe quart deal like the 
simply _ fea- or gallon, thereby in- above can be sold 
turing the easing the amount for around $20, 


price per gallon 
of house paint a 
progressive store 
has _ stimulated 
paint business by 


sale. 


of the average paint 


Details of the meth- 


ods used are here 


and allow a good 
margin of profit. 

In making a 
window display 
of this feature, 


—— up ‘ono given; read them, group er = 
yination _assort- ages in the dea 
ments. These in- use them. together with a 


clude all the ma- 

terials necessary to paint various 
size houses and are offered at 
combination prices for the assort- 
ments. 

* One assortment includes 6 gal. 
of ready mixed paint, 2 qt. of 
linseed oil, 2 qt. of turpentine 
and a 3-in. brush at a combina- 
tion price for the deal. This is 
paint enough for covering, two 
coats, an ordinary six or seven- 
room house, size about 30 x 25 
x 18 ft. 

A deal like this goes well in a 
neighborhood settled largely 
with small houses of this type. 
A house of this kind is not too 
large to be painted by the owner 
and there are many home-own- 
ers who would be surprised to 
find out how reasonable is the 
cost of painting materials at 
the present time. A combination 
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showcard read- 
ing, “Paint Your House Now for 
$—, Special Assortment, includ- 
ing all the painting materials 
needed to cover a six or seven- 
room home, two coats.” Get a 
photograph of a typical house in 
the vicinity and mount it on a 
showboard reading, “All the 
Paint for a House Like This 
Costs Only $—.” 


Work Out an 
Appropriate Deal 


Be sure to work out a deal 
that is appropriate for the homes 
in your neighborhood. Most 
paint salesmen are familiar with 
the method of estimating quan- 
tities of paint required, but the 
following example may prove in- 
teresting to some. The usual 
way to find out the number of 
gallons required is to multiply 





the distance around the building, 
in feet, by the average height 
and divide the product by the 
spreading capacity per gallon of 
the paint used. The spreading 
capacity is usually given on the 
label, color card or in the liter- 
ature of the manufacturer and in 
the case of house paint is from 
300 to 400 sq. ft. per gallon, two 
coats. For example: 


30 feet 
25 feet 


55 feet 
. 110 feet 
18 feet 


1980 square feet 


Divide 1980 by 350, the spread- 
ing capacity per gallon, and the 
result will be very close to 6 gal., 
the amount required for two 
coats, This is a very easy way 
to estimate the paint required for 
the outside of a house and it is 
accurate enough for all practical 
purposes. If a greater degree of 
accuracy is necessary the square 
feet taken by windows and doors 
may be deducted from the total. 


Length of house. . 


Width of house... 


Two sides 
Multiply by height 


In this way it is very easy to 
make up two or three combina- 
tion assortments for outside paint- 
ing. The same plan can also be 
worked out in an assortment for 
various rooms in the home. It 
is simply another way of selling 
paint by the job instead of by the 
quart or gallon, and it usually 
serves to increase materially the 
amount of the average paint sale. 





19 





UDOLPH JOHNSON sells 
R paint jobs, instead of paint 
gallons. Mr. Johnson is 
manager of the Olson hardware 
store at Benson, Minn. Adam 
Olson, the proprietor, has been 
in the business there nearly 4] 
years, and while he is at the 
store daily, and active, he is 
slowing up a bit and employing 
a buyer and general manager, 
which is Mr. Johnson. 
Paint and paint sales have be- 
come something of an obsession 


20 


How Johnson 


Goes to Bat for 
Quality Paint 


with Mr. Johnson. He has long 
since become so disgusted with 
people who know nothing of 
quality in paint, and understand 
nothing except price, that he has 
set about definitely to conquer 
them and win them over to qual- 
ity. And he is winning them 
rapidly, and selling a world of 
quality paints. 

Not that he doesn’t carry a 
cheap grade of paint. You bet 
he does. He battled with him- 


self a long time before he de- 


cided to put in a line of cheap 
paint to meet ridiculous compe- 
tition. But for those customers 
who just will not be convinced 
about the value of quality, he 
carries a paint as cheap as 98 
cents a gallon. 

“Let the mail-order houses and 
radio orators and chain-store 
bosses laugh that off if they can,” 
said Mr. Johnson. 

“But I really don’t want to sell 
my customer that paint. I want 
to sell him quality paint, and I 
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“What are You Getting for Paint?” How Johnson of Olson 


Hardware Co., Benson, Minn., handles a question often asked — 


and how he makes converts to quality paint 


do most of the time. I will dis- 
cuss paint with a man for an 
hour if it’s necessary, to con- 
vince him that it is worth while 
to pay the difference for quality. 
If I once convince him, and he 
goes home and finds that what I 
have said is really true, that his 
quality paint will cover more 
surface and wear longer, and all 
that, then I have made a perma- 
nent paint customer of that man, 
and a permanent booster for me 
and my nationally known paints. 


“What Are You Getting 


for Paint?”’ 


“Do you know what is the first 
question people ask when they 
come in here to buy paint? They 
say, ‘What are you getting for 
paint?’ - 

“Now imagine a question like 
that. It means nothing at all. 
Oh, yes, it does mean one thing. 
It means that the customer who 
asks such a question is wholly 
ignorant of paint, and has never 
even understood that there is a 
difference in the ingredients put 
in paint. That class of man has 
never heard that some paint is 
made with sand and some with 
white lead. He has never heard 
that some paint is filled with fish 
oil and some with linseed oil. 
Certain it is that that class of 
customer has never heard the 
amazing fact that some paint, 
sold lavishly over the radio, is 
actually 20 per cent water. Sure- 
ly if that man ever dreamed that 
in one pail of paint he is buying 
water and in another he is buy- 
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ing linseed oil, he would recog- 
nize the difference necessary in 
the price. He can get water in 
the creek, or at his well at home. 
He needn’t buy it at $1 a gallon, 
or $2 or $3 a gallon. Surely that 
man never heard that some paint 
is made with white lead as it 
should be, and some with chalk 
instead. To be sure the analysis 
is printed on the can, but that 
has no meaning to the average 
purchaser. He does not know, 
for example, that the word ‘cal- 
cium carbonate’ just means plain 
chalk, and that he is buying 
chalk instead of white lead. 
“But I don’t let them get away 
in such ignorance. I go after 


them and proceed to give them 
some education on the subject of 
paint. 








Rudolph Johnson 
is edueating his 
eustomers to the 
chemistry of the 
product and what 
it means. He sells 
paint jobs instead 
of paint gallons. 











“When a man asks me ‘What 
are you getting for paint?’ I 
never, never answer his ques- 
tion. I always come back at him 
by asking him, as diplomatically 
as possible, what he intends to 
paint. When I find out whether 
it is a house or barn, then I ask 
the size. I take my pencil and 
do a little calculating. I have 
done this so much that it comes 
pretty easy to me. In just a mo- 
ment I am able to tell him what 
the entire job will cost. And I 
tell him, but still I don’t tell him 
what I am ‘getting for paint.’ I 
tell him the total I'll get for 
enough paint to cover his job. 

“The surprising thing about it 
is that in most cases the customer 
expresses surprise at being able 
to get the job done so cheaply. 
Usually they have had cheaper 
paint in mind, which will not 
cover so much surface, and by 
their own figures they have run 
into more money than the job is 
going to cost them with the qual- 
ity paint I sell them. Then I 
take occasion to explain to them 
something about the chemistry 
of paint, and the reasons why 
lead, oil will cover 
more and stand up longer than 
chalk, water, turpentine, and fish 
oil. I can make them see it 
clearly in about nine cases out 
of ten, or even more. But if the 
tenth customer insists on being 
dumb, and just will not be told 
anything, and insists that he can 
get paint over some radio station 
for $1 a gallon, or at some chain 
store for $1.10, then I go him 


one better, and tell him ‘That’s 
(Continued on page 52) 


and zine 
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LEGAL POINTS FOR THE RETAIL MERCHANT 


by Leslie Childs 





Second of a series 
of articles about 
your liability as a 
merchant, by this 
author and attor- 
ney and counselor 
at law and a writer 
of note on legal 
matters. ... 


Your 
Liability in 


Delaying to 
Present Cheeks 


INCE a check is not money, 
.' but merely an order for the 
payment of money, there is 
a duty resting upon the holder to 
present it for payment within a 
reasonable time. And, where a 
holder delays for an unreason- 
able length of time in presenting 
a check, he acts at his peril and, 
under certain circumstances, may 
suffer loss thereby. 
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Of course, mere delay in pre- 
senting a check will not, as a 
usual thing, release the maker 
from liability unless held so long 
as to bring it within the statutes 
of limitation. But, on the other 
hand, if the maker can show that 
his rights have been prejudiced 
by the delay in presentation, we 
have an entirely different situa- 
tion and one that may result in 


the loss of the right of the holder 
to enforce payment. For illustra- 


‘ tion, let us take the following 


case. 


Merchant Delays in Presenting 
Check 


Here a merchant received a 
check for $40.00 to be applied 
upon the account of a customer 
who lived in the same town that 
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the merchant was located in. The 
check was drawn upon a local 
bank, and the merchant might 
have stepped across the street and 
cashed the check upon its receipt 
had he wanted to do so. 

Instead of this, or of deposit- 
ing the check upon receipt, the 
merchant kept the check in his 
cash register for about ten days, 
and then forwarded it with other 
checks for collection to a bank 
several hundred miles away. This 
bank upon receipt of the check 
sent it in the usual course of 
business to the bank upon which 
it was drawn, but the latter 
closed its doors before the check 
was paid. 

Upon this happening, the mer- 
chant appealed to the customer to 
make good upon the check. The 
customer refused on the ground 
that when the check was issued, 
and for several days thereafter, 





LESLIE CHILDS 


he had a sufficient balance to take 
care of the check had it been pre- 
sented. The contention being 
that the failure of the merchant 
to promptly present the check 
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was the sole cause of it not being 
paid. 

The merchant could not see 
this at all, and, while the amount 
was not large, brought suit to en- 
force payment. This then square- 
ly raised the question of whether 
or not the delay of over ten days 
on the part of the merchant in 
presenting the check released the 
maker. In holding the merchant 
was not entitled to enforce pay- 
ment, because of his unreason- 
able delay in presenting the 
check, the court said: 


What the Court Decided 


“If the check had been pre- 
sented * * * the day it was re- 
ceived, or the day thereafter, the 
evidence shows it would have 
been paid in full. Instead of so 
presenting it (the merchant) for- 
warded the check * * * some 
200 miles distant, and, so far as 
the record shows, it was not in 
fact presented to the * * * 
bank until after it had closed its 
doors. 

“Was this check presented 
within a reasonable time after its 
issuance? If not so presented, 
then the (customer) is released 





tion of law that, where a person 
receives a check in the town 
where the drawee bank is lo- 
cated, it must be presented be- 
fore the close of the next busi- 
ness day. * * * We are abun- 
dantly satisfied that said check 
was not presented within a rea- 
sonable time, * * * This then 
being true, the loss occurred 
must fall upon the (merchant).” 

The foregoing case illustrates 
one of the greatest dangers to a 
merchant in not promptly pre- 
senting checks, and there are 
others. For example. The 
death or insolvency of the maker 
of a check before it is presented, 
while not relieving the latter 
from liability thereon, may by 
the change of circumstances 
make it more difficult for the 
holder to collect. 

In the light of which it is clear 
that a merchant in retaining 
checks as he would money, per- 
haps carrying them around in 
his pocket or filing them in his 
safe, may be exposing himself to 
risk from a number of sources. 
For any unreasonable delay in 
making presentation will place 





You will find these clear and concise discussions 
of your liability as a retail merchant in our third 
weekly issue of each month. The next appears 


in Hardware Age for Nov. 19. 


Keep these 


authoritative articles for future reference. They 


will save you trouble... . 





from liability, and he should be 
entitled to charge the same 
against the (merchant), or, in 
other words, to have it credited 
to his account, regardless of 
whether the (merchant) received 
the proceeds of the check. * * * 

“Tt is a well-settled proposi- 


whatever risk arises thereby 
squarely on the holder. So, by 
following a rule to present 
checks promptly, a merchant has 
nothing to lose and may, in a 
given case, save himself a lot of 
trouble and perhaps prevent a 
positive loss. 
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By SAUNDERS NORVELL 


—Jf NE of 
p the 
/ seven 


wonders of the 
twentieth cen- 
tury is the 
%__ Metropolitan 
daily press. 
Every day we 
read what is 
happening in 
the most remote parts of the 
world. There is a week’s steady 
reading in the illustrated Sunday 
papers alone. 

In our leading papers one is 
impressed by the high quality of 
the articles on almost every con- 
ceivable subject. How can one 
be bored with existence when 
every day this panorama of life 
in all its phases can be bought 
for a few cents? After all is said 
and done, the news of the world 
today is exceedingly interesting. 
It has the kick of uncertainty. 
No one knows just what is going 
to happen tomorrow. 

Someone wrote that the only 
interesting way to live is to live 
dangerously. A dangerous life 
is good for the liver. It keeps 
the blood in circulation. It keeps 
the mind alert. Safety and the 
easy chair spell stagnation. 

The Lindberghs live danger- 
ously and nothing serious has 
happened. Senator Morrow goes 
to bed in the safety of his 
home, and never awakens. 


* * *K 


I really should apologize 
for writing as I did about 
Mahatma Gandhi and his 
diaper. That was bad taste. 
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6, a An ri 


The Current Press 


One of ‘my friends once said to 
me that he thought it was worse 
to use bad taste than to be im- 
moral. A slip in the way of bad 
taste is an indication of the char- 
acter of a man or woman. I was 
hardly fair to Gandhi. I extend 
my apologies. 

Some of my friends wrote that 
they thought what I had to say 
was funny, but many of us are 
funny at the expense of our good 
manners. 

Now I see from the papers that 
brother Gandhi has his day of 
silence every Monday. Even at 
the Round Table Conference he 
sat silently listening. There is a 
great idea back of this. Wouldn’t 
it be wonderful for all of us if 
we all adopted a day of silence! 


* * *K * 


The other day I read in one 
of the newspapers about a plan 
suggested for the unemployed— 
that they be given a preparation 
of insulin that would lead to their 
hibernating until good times 
returned, when they could be 
aroused and put to work. This 
article in the paper told a great 
deal about hibernation. The hi- 
bernation of animals is a very 
interesting study. As a matter 
of fact, nature hibernates in win- 
ter. That is nature’s*time of si- 
lence. 

Last Sunday I watched the 
squirrels on my place shaking 
down nuts from a tree and then 
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burying them for winter con- 
sumption. I am not quite sure 
whether squirrels hibernate or 
not, but they do go in for winter 
silence. Is it intelligence or is 
it instinct that leads these grace- 
ful little animals to provide for 
the long, cold winter ahead of 
them? 
a oe 

I read in the papers that the 
investment banks, investment 
trusts, etc., are in very bad stand- 
ing with investors. I am not sur- 
prised. Then an insurance man 
calls on me and shows me a rec- 
ord in the way of investments of 
an insurance company in Can- 
ada. This company has made 
phenomenal progress. It is sur- 
prising how well the investments 
of this company have turned out. 
Most of them are Canadian in- 
vestments. A comparative study 
of Canadian investments and 
United States investments would 
indicate that the investor in Can- 
ada has not been “taken for a 
ride” and “put on the spot” 
like the investor in the United 
States. It might be worth while 
for people with a surplus to con- 
sider the advantages of Cana- 
dian investments. 


Oe Be ae 


From the papers I gather that 
on account of the high State and 
local investments in_ roads, 
school houses, court houses, 
jails, etc., all the States are look- 

ing around for something to 
tax. In New York State Gov- 
ernor Roosevelt recommends 
a 50 per cent tax increase on 
In other States all 
sorts and kinds of taxes are 


incomes. 


(Continued on page 54) 
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IS THERE NO OTHER WAY THAN SHORTENING THE LEGS ? 











my | KEEP ON AND 
& | YOU'LL SOON 




















Salesmen and Prosperity 


THINK that, in this particular emergency, if 

I were a manufacturer, I would double my force 
of traveling salesmen as the first step toward induc- 
ing the public to purchase my goods. I believe 
thoroughly in the campaign which has been started 
by most of our public press to induce our citizens 
to loosen their purse strings and buy liberally and 
I hope those who are listening to me tonight and 
who are purchasers rather than sellers will under- 
stand that the salesman who calls upon them in 
these bad times, is, in a real sense, an advance agent 
of returning confidence. That they will feel that in 
offering his wares he is also affording them an op- 
portunity of doing their bit toward bringing back 
a greater prosperity. 

At the same time, I want to offer a word of warn- 
ing which perhaps should be more properly ad- 
dressed to the salesmen’s employers than to himself. 
I hope word will go forth to every salesman that 
the value of his services will be based not so much 
on the mere volume of his sales as on the judgment 
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which he has exercised in not encouraging his cus- 
tomers to purchase beyond their means and that it 
will be the customers who have been secured as 
permanent and recurring purchasers who will 
count heaviest in summing up the salesman’s rec- 
ord on the road. In other words, our people should 
be encouraged to buy and to buy liberally but they 
should also be advised to buy wisely. Nothing is 
so short sighted as to secure by high pressure sales- 
manship orders so far in excess of a customer’s 
ability to pay for them as eventually to involve the 
purchaser in financial difficulties and perhaps in 
eventual bankruptcy. 

I am told that statisticians estimate the difference 
between the depression and prosperity in business 
somewhere in the neighborhood of 10 per cent of 
the total volume of purchasers. I believe our mer- 
chants can easily dispose of this additional 10 per 
cent so badly needed at this time to restore good 
business conditions. ” Gov. Roosevelt of New 
York in recent radio address. 
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AUNT MARY SAYS: 


There’s always lots of pots 
and pans to be bought in 
the fall, and plenty of fix- 
ing up to be done around 
the house. You really can’t 
beat (Store Name) for 
good quality that will give 
long wear and satisfaction, 
at prices that you usually 
pay for “cheap” inferior 
things. 


YOUR STORE NAME 














You’ll think of the “good old 
days” when you see the 
prices at (Store Name), but 
the merchandise is of the 
finest and guaranteed to give 
long wear and satisfaction. 


(List Specials 
With Prices) 


YOUR STORE NAME 


ADVERTISING FEATURE 


By Samuel Kalp 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are 
especially planned to help every hardware store make its advertising 
more practical and effective by the liberal use of human interest illus- 
trations. Copy is always supplied in so far as it is practical for use 
by all of our clients. 


The description and pricing of the items must necessarily be left to 
the individual store in most cases. In writing the descriptions to give 
to your printer with the supplied ad layouts keep in mind that brief, 
to the point descriptions are the most effective. The style, size, col- 
ors, unusual features, or special economies effected by the use of the 
item should be given. If greatly reduced, it is sometimes desirable 
to show former as well as reduced price. If any question arises con- 
cerning the use of these ads, write us. You'll find us willing to help 
you sell more hardware at all times. 


HOW TO ORDER 


If you have local stereotyping facilities, request the complete sets 
of mats of all the advertising illustrations of these two pages, 
inclosing your check for $1.25. If you need mounted cuts order them 
by number given under each cut,. listing the numbers in a column. 
Figure the charge of 35c. for each cut when less than ten cuts are 
ordered; when ordering ten cuts or more figure the charge at 30c. 
for each cut ordered. Inclose check with order, please—this saves 
bookkeeping for small amounts. Send all orders to 
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Headquarters for Movers 


Everything You Need at Prices That Will Save 
You Money 


Movers always need plenty of things from the hardware 
store to fix up. You'll find you can make real savings if 
you buy your needs at (Store Name). Quality that will give 
long wear and satisfaction at money saving prices is our 
slogan. 


(List Hardware Items 
With Prices) 
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Good Advertising 
Is Bound to Bring You New Customers 


HARDWARE AGE 
ADVERTISING 


SERVICE 
FOR THE 
WEEK 
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Everything to Get Ready 
for Winter 


We guarantee to save you money. It pays to buy good roof- 
ing and supplies. They last years longer and save you the 
expense of extensive repairing every year. At (Store Name) 
you'll find merchandise bought for its high quality and 
marked at rock bottom prices. 


(List Roofing and Supplies 
With Prices) 





Electric Heaters 


— 
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Dress up your home with a new 
porch lamp—these lamps in new 
modern styles will add greatly to 
its attractiveness. All complete 
ready for gttachment. Chromium Plated electric 
ernie BP .. inch bowl — rust 
: : , proof—easy to clean—cast 
(List Lamps With Prices) iron base—high grade heat- 
ing element—complete with 
cord. 


YOUR STORE NAME 
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Men—Look 
At These Values 


Here’s a real sensation— 
something to talk about. 
Week after week (Store 
Name) is offering wonder 
values that are making 
happy customers. Get in line, 
join the thrifty and bank 
your savings. 


(List Items 
With Prices) 


YOUR STORE NAME 
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Football Supplies 


Rah! Here’s a chance to get 
Football supplies at about % 
less than what you'll pay 
elsewhere for such high qual- 
ity. Look at these values! 


(List Football Supplies 
With Prices) 


YOUR STORE NAME 
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Reflecting the Seasonal Side of 
Window Displays 


From Frank T. Budge comes this week’s paint window, the work of A. T. Houser, the store’s display man. The hunting 
window at the bottom of this page is from Work Bros. Hardware, Logan, Ohio 


FAIS 
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Canton Hardware Co., Canton, Ohio, used this colorful autumn window featuring guns, ammunition, ete. The window below 
g comes from the same store and is a striking showing of football goods. 
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Get Your Heating Plant 
Working Prope 
“RIGHT NOW” 


WEATHER / 


COMING .- 
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Cold Weather Ahead 


ELIEVE it or 
not, one of 
these morn- 


ings you are going 
to rise from your 
rot to find things 
outdoors all white 
with frost. If you 
have prepared your 
window trims with a 
view to this emergency you will 
stir up a lot of activity in the 
cash register. 

It’s not a bit too soon to go 
after the customers for cold 
weather sales, and these windows 
are arranged for quick and in- 
expensive construction. Let’s 
consider the trim on this page: 
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That part of the background run- 
ning clear to the top, of the win- 
dow is to be a buff backboard 
and the flames are bright red 
crepe paper cut out as shown in 
the illustration. Against this 
warm background the central 
poster should be done in two col- 
ors: the top part in dark blue 
with “shivery” lettering; the bot- 
tom half may be in red lettering 
on white. Here you have a very 
striking setting for the merchan- 
dise offered. 

The ash can, sifter shovels, 
etc., are, of course, displayed on 
boxes covered with crepe paper. 
Try to follow the layout here 
given, because it is planned to 


give you a correct balance and 
an inviting looking display. It 
will pay in results. 

The price tickets can play a 
very important part in this win- 
dow, if you work out a pleasing 
design in the colors of the trim. 
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—Here’s Snap for Trims 


Suppose you paint a wide bor- 
der (about one-half inch) on uni- 
form sized cards. This border 
could be dark blue on the top 
and half way down the sides; the 
lower half could be orange. 
Within this border letter, in 
speed-ball lettering, a clear and 
appealing message. You will get 


a lot of kick out of the good ap- 
pearance of these tickets. A doz- 
en or so price tickets all shouting 
your sales message can put pep 


in your business. Use more of 
them. 

Our fall sporting goods win- 
dow is one that will give you an 


unusual display. Set up a pair 





Iowa Reader Says Hardware Age Better and Better 





CHariton, lowa.—May we take this opportunity to tell you that 
your always excellent magazine is growing even better. It is full of 
the most helpful articles and ideas. That series of collection letters 


alone is invaluable. 


Diagrams of timely windows and photographs 


of actual trims are also most helpful. 
It is all very, very good and we would not be without HARDWARE 
AGE. 


TUTTLE HARDWARE COMPANY, 
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(Signed) Elizabeth Tuttle. 


Whats Your Favorite 
FOOTBALL? 
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of real goal posts and suspend a 
large football, drawn from our 
easy-mapping chart. This foot- 
ball buff 


compo board. The deer head, if 


should be done on 
unobtainable, may be changed 
for a nice hunting picture, or 
something similar can be used. 

With these two windows origi- 
nally planned for you, be sure to 
back them up with newspaper 
space and store displays. If you 
cannot reach your trade through 
a regular newspaper, use direct 
mail advertising. It is the three 
mediums working together that 
make the change tinkle in the 
cash drawer. 







































Weeding 
“Hookworm” 


. se 7 
Out of Selling 3:2; 


about groceries?” | 
was forced to con- 
fess that I was no 


VERY man 
k; is as lazy 

as he dares 
to be. It is human 
nature. We all 
have a streak of 
that “tired feel- 
ing” in our otherwise healthy 
systems, and hardware men are 
no exceptions to the rule. The 
lurking germ of “Spring Fever” 
has put the soft pedal on many a 
hardware sale. 

This is not theory. We are 
dealing with facts and must 
recognize conditions as they are. 
We are all trying to do our daily 
work the easiest way. Merchant 
or salesman, we are basically 
alike in this respect. Therefore 
the wise merchant makes it easy 
for customers to trade in his 
store. Often, however, he fails 
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to realize the importance of mak- 
ing it easy for his employees to 
sell. 

When seasonable goods are in 
a back warehouse or the base- 
ment instead of on the sales floor, 
is it any wonder they do not 
move? When salesmen are re- 
quired to walk miles on hard 
floors to fill orders which could 
be handled with much less phys- 
ical effort, is it unnatural for 
sales to lag? Even a man with 
less than the normal amount of 
laziness balks at an unnecessary 


the 


Thirty-third of 
a series of short 
articles for the 
manon the 
sales floor. 


walking marathon 
six days a week. 
Several years ago 
I dropped in on a 
western merchant 
who handles both 
hardware and gro- 
ceries. He operates 
two adjoining sales 
rooms with a joint 
office in the rear. 
After some discus- 
sion of hardware 
problems this mer- 
chant suddenly 


grocery expert, but as I was 
familiar with the general prin- 
ciples of merchandising I in- 
quired as to his particular gro- 
cery problem. “It is this” he 
said. “We are selling fifteen 
cases of a certain breakfast food 
per week. It costs us 18°/, cents 
per package, and we are forced 
to retail it at 20 cents. Counting 
in the wrapping, sales expense, 
overhead, etc., we actually lose 
money on every sale. At the 
same time we carry another line 
which is practically the same ex- 
cept for name, and which costs 
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only 141% cents per package. It 
also retails at 20 cents, but we 
only sell about one case per 
week. That product is just as 
good in every way and yields a 
profit, but I can’t seem to get my 
men to sell it.” 

I thought the matter over, then 
made him the following proposi- 
tion: “Take me to your Grocery 
Department, and introduce me as 
a specialty salesman. Tell your 
sales force that I am to arrange 
stock as I see fit, and that it is to 
remain as I arrange it.” He 
agreed, and this is what I found: 
A long sales room with shelves 
extending to the ceiling and a 
rolling ladder for use in getting 
merchandise from the upper 
shelves. The cereals were near 
the front of the store, and the 
three lower shelves carried the 
no-profit, fast selling line. The 
competitive profit-bearing prod- 
uct occupied a single shelf near 
the top. 

My first move was to transfer 
the 1834 cent cereal to the top 
shelf. Then I filled the three 
bottom shelves with the line the 
merchant wished to sell. Be- 
tween the two I sandwiched the 
other brands carried in stock. 
Then I cornered the boy who did 
the flunky work around the store 
and asked him if he wanted to do 
the boss a favor. “Sure” he re- 
plied. “All right” I said “the 
boss knows all about this, but 
otherwise it’s a secret. Don’t tell 
anyone the whys or wherefores, 
but—every time you see the roll- 
ing ladder up at the front sec- 
tion, shove it back to the rear.” 

A month later I received a spe- 
cial delivery letter from that 
merchant. He wrote that he was 
selling an average of ten cases 
per week of the profit line 
against five cases or less of the 


It had worked 


former favorite. 


out just as I had expected it to. 
A customer would come in and 
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say: “I'd like a package of 
Blanks breakfast food.” The 
salesman would turn toward the 
cereal section’ and all at once he 
would realize that Blank’s food 
was on the top shelf, and that the 
ladder was at the rear of the 
store. “Certainly” he would say, 
“But did you ever try this 
cereal?” and he would launch 
into an enthusiastic selling talk 
on the line that was within reach. 

Human nature—yes, but sell- 
ing is a problem which deals with 
the human equation. If a mer- 
chant wants certain goods 
pushed, it is up to him to place 
them where salesmen can get 





them quickly and easily. This 
means seasonable goods up in 
front in handy places. It means 
store arrangement that saves 
steps. It means proper sales fix- 
tures. In other words it means 
an application of plain common 
sense to a common sense prob- 
lem. 

Don’t blame the salesman. He 
only has his fair share of the 
microbes which infest us all. In- 
stead—shake off your own 
lethargy Mr. Merchant and do a 
little planning to circumvent the 
old “Hook Worm.” It will tune 
up the cash register and cut down 
the “carry over.” 





De Pree Goes to Bat for Salesmen 


HoLianp, Micu.—We have read 
your editorial in the Oct. 1 issue of 
the HarpwarE AGE and want to come 
to the defense of our very good 
friends, the salesmen. We do ‘not 
find that they come in—at least 95 
per cent of them—licked or whining. 
Far from it. Which is why we are 
writing. 

We are doing business in a com- 
paratively small city. Several job- 
bers’ salesmen call on us regularly. 
Factory representatives are out in 
force and the specialty men stop be- 
cause we carry household utilities, 
china, glassware, etc. With few ex- 
ceptions they have always been cour- 
teous and helpful. Yet never have 
they been so observant of our needs 
as during these present conditions. 

As a general thing, they are better 
acquainted with their stocks than be- 
fore and are enthusiastic about the 
values and the good prices they have 
to offer. What especially pleases us 
is their interest in our individual 
problems of merchandising. Keep- 
ing their eyes and ears open, they 
prove of immense value to us in con- 
structive criticism of stock, arrange- 
ment and display, advertising, sales- 
manship. 

High-pressure salesmanship doesn’t 
go with us. Nor with very many 
buyers. But if any purchasing agent 
—hbig or little—will set himself to 
take all that the average salesman is 
able and eager to give in the way of 
constructive business sense, he’ll find 
himself greatly enriched. 





In spite of the fact that they must 
meet many discouraged dealers, they 
seem to have a constant supply of - 
fresh courage to inject into us. Even 
to intimate that the run of them are 
licked before they start is to give a 
very erroneous impression, we be- 
lieve. 

No. We say three cheers for the 
men who have done much to keep 
business from sinking irretrievably 
into the slough of despond during 
these three years of apparent ad- 
versity. P. Henry DE PREE. 





About Paint Materials 


AX the average man to tell you 
something of the materials which 
are used in varnishes, and nine times 
out of ten he will start off with linseed 
oil, turpentine and some kind of natu- 
ral resin. Ten years ago he would have 
been correct, but since then the paint 
and varnish industry has undergone a 
series of rapid changes that lend an 
entirely new aspect to the situation. 
With the development of cellulose 
lacquers, with which everyone is more 
or less familiar, paints and varnishes 
were dealt a severe blow. Lacquers are 
convenient to use and have the decided 
advantage of quick drying. Old style 
varnishes and paints must be carefully 
applied if good results are desired, and 
they are slow drying. But the synthetic 
chemist has entered the field and shown 
the struggling industry how to produce 
paints and varnishes that can compete 
with other finishes by presenting the 
same desirable qualities, including 
quick drying.—Scientific American. 
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Opposition to Sales Tax Grows 


— 


Man in the Street Joins with Retailers and Organized 
Labor in View That Proposed Retail Tax Legisla- 
tion Should Be Defeated 


(From Our Washington Bureau) | hear any additional burdens of 


Sentiment against a_ retail 
sales tax appears to be growing. 
From the outset opposition to 
such a tax apparently has been 
stronger than even its opponents 
believed. As time goes on and 
the meaning of such a tax be- 
comes clearer, the feeling against 
it appears to multiply. The man 
in the street and every housewife 
are becoming aware of the fact 
that the tax will come directly 
from them on every solitary thing 
they buy and are firmly con- 
vinced ‘that costs of living would 
be boosted by a retail sales tax. 
The plan of Senator Reed of 
Pennsylvania would call for a 
tax of one-half of 1 per cent. 

Retailers realize the sales re- 
sistance such a tax would set up. 
Moreover, they are not keen to 
act as tax collectors for the 
United States Treasury when, 
instead of being paid for the 
job, only acquire a great deal of 
ill will from their customers, 
through no fault of the retailers. 

The Reed plan is perhaps the 
most sweeping so far suggested. 
Modified plans have been of- 
fered from other sources. The 
Treasury Department itself ap- 
parently is in favor of a sales 
tax—or excise tax—as it calls 
them, on automobiles and other 
products selling at retail. 

But the public is weary of the 
scheme, and as for organized 
labor, whose voice is generally 
powerful in the legislative halls, 
it is unalterably opposed to a 
sales tax. It reaffirmed its oppo- 
sition at the convention in Van- 
couver. 

Hear what the American Fed- 
eration of Labor says through 
President Green: 

“The American Federation of 
Labor is opposed to the imposi- 
tion of a sales tax. 

“Tt will exercise all influence at 
its command to prevent the en- 
actment of sales tax legislation. 

“It is unfair and unjust that a 
tax of this kind should be im- 
posed upon the masses of the 
people, particularly at a time 
when it is impossible for them to 





taxation. 

“The theory upon which our 
tax structure has been erected 
provides for the imposition of 
taxes upon the wealth of our na- 
tion and upon those who are best 
able to pay. 

“The ability to pay taxes 
rather than the opportunity to 
collect should govern our legis- 
lative bodies in the enactment of 
tax legislation. 

“The cost of government 
should rest more heavily upon 
those who receive the greatest 
benefits, upon accumulated 
wealth, upon accumulated earn- 
ings and those whose earnings 
and incomes are inadequate to 
maintain an American standard 
of living should be protected 
from the imposition of taxation 
of this character. 

“The sales tax is in contra- 
diction to this theory because in 
operation it would collect from 
the poor and the unfortunate, 
those who are unable to pay and 
who ought to be relieved, so far 
as possible, from any burden of 
additional taxation.” 


Cc. C. ARMSTRONG JOINS 
L. R. NELSON MFG. CO. 


The L. R. Nelson Mfg. Co., 
Inc., Peoria, Ill., manufacturers 
of lawn goods, has appointed C. 
C. Armstrong, founder and _ for- 
mer president of the Armstrong 
Mfg. Co., Huntington, W. Va., as 
chief engineer for the Nelson 
company. 

Mr. Armstrong brings to his 
new association the valued expe- 
rience of over thirty years’ work 
in engineering and 
lawn sprinkling equipment and 
a variety of other products. He 
originated “Original Armstrong 
Fountain,” “The Armstrong Half 
Fountain,” and “The Armstrong 
Aero-Mist” sprinklers. These 
types of sprinklers will be man- 
ufactured by the L. R. Nelson 
Mfg. Co., Inc., under the di- 
rect supervision of Mr. Arm- 
strong, and will be known as the 
Armstrong-Nelson sprinklers. 


producing | 





Plans to produce a line of 
spray pumps similar to the types 
designed by Mr. Armstrong are 
practically completed and will be 
announced later. 


HUBBARD HARDWARE CO. 
OPENS NEW QUARTERS 


Hubbard Hardware Co., Co- 
lumbus, Ga., has opened a new 
store at 1214 Broadway, a three- 
story and basement building. 
The business had been operated 
ten years at the company’s for- 
mer location. On the ground 
floor is conducted the hardware, 
paint and housefurnishings de- 
partment, while the second floor 
is given over to a toy depart- 
ment. The third floor is used 
for warehouse purposes and the 
basement is given over to bar- 
gain merchandise and a repair 
department. 


N. Y. ASS’N HOLDS 
MEETING IN ELMIRA 


Forty members and guests of 
the southern tier section, New 
York State Retail Hardware As- 
sociation, met Sept. 30 at El- 
mira, N. Y., at the Langwell Ho- 
tel. Martin Van Dussen, Roches- 
ter, N. Y., past president; John 
B. Foley, secretary, and George 
G. Hoy, field man, both of Syra- 
cuse, also addressed the meeting. 
Mr. Van Dussen spoke on the 
topic “Management Looks 
Ahead,” while Mr. Foley dis- 
cussed “Selling Through Dis- 
play.” Mr. Hoy discussed “Sensi- 
ble Inventories.” 

Following the dinner, plans 
were discussed for the Hardware 
and Industrial Exhibition to be 
held in New York City in Feb- 
ruary. 


LORD HARDWARE MAKES 
PARTNERSHIP CHANGES 


Vinton Lord has sold his in- 
terest in the Lord hardware and 
furniture business in Danbury, 
Neb. His brothers, Lester and 
Burdette, have bought his share 
in the business. He had been 
manager of the store for a num- 
ber of years. Mr. Lord will 
work for the Mac Lord Hardware 
Store, Indianola, Neb., in addi- 
tion to carrying on an undertak- 
ing business. 
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B’KLYN DEALERS HEAR 
VAN HYNING; SEE FILM 


Principles of store arrange- 


ment for profitable selling was 
the topic of discussion at the 
Oct. 8 meeting of the Brooklyn 
Hardware Association. Led by 
R. J. Van Hyning, Eastern sales 
manager, W. C. Heller & Co., 
Inc., Montpelier, Ohio, an in- 
structive program was developed. 
Mr. Van Hyning told of his many 
observations among hardware 
dealers and answered specific 
questions offered by members. 
The second feature of the pro- 
gram was a motion picture film, 
“How Hack Saw Blades Are 
Made,” shown through the cour- 
tesy of E. C. Atkins & Co., Inc., 
Indianapolis, Ind. E. C. Clark, 
New York manager of that firm, 


-4-assisted by his associates, Arthur 


Gadd and Oscar Watts, presented 
the picture and answered ques- 
tions of dealers regarding the 
product and its manufacture. 
President Robert L. Hammond 
announced that the Nov. 12 meet- 
ing would be devoted to a talk 
on selling electrical appliances 
and that the Dec. 10 meeting 
would be given over to a study of 
store lighting. Secretary Robert 
Pearsall read the minutes of the 
previous meeting. There were 25 
present including the guests. 


‘H. A. WHITLOCK, 30 
YEARS IN BUSINESS 


Harold A. Whitlock, president, 
Whitlock Cordage Co., New York 
City, is celebrating his thirtieth 
year in the cordage industry. 
After leaving high school he en- 
tered the cordage business, serv- 
ing three years as an apprentice 
in the Whitlock plant, which was 
then in Brooklyn, N. Y. When 
the Jersey City mill was acquired 
he became assistant  superin- 
tendent of the p’ant. In 1910 he 
was made superintendent, be- 
coming vice-president in 1911. 
Mr. Whitlock became general 
manager of the firm when W. P. 
Whitlock, Sr., and L. O. Ivey 
ceased active participation in the 
business. Following his father’s 
death in 1924 he became presi- 





dent of the organization. 


















200 Hardware Men at Meeting of 
Cleveland Electrical League 


With Local Jobbers Are Sponsoring Plan to Aid Sale 
of Electrical Appliances—Mrs. Dorothy Bromley and 
Llew S. Soule Principal Speakers 


Approximately 200 hardware 
merchants and salesmen attended 
a special hardware electrical 
meeting at the headquarters of 
the Cleveland Electrical League, 
Friday evening, Oct. 1. The 
meeting was the first of a series 
under the auspices of the league 
in cooperation with The George 
Worthington Company and The 
Bingham Company, hardware 
wholesalers of Cleveland, with 
the idea of aiding the dealers in 
the building up of electrical mer- 
chandise sales. 

An hour preceding the meeting 
was given over to an inspection 
of the League’s Electrical Mer- 
chandise Exhibit, the largest of 
its kind in this country. It is 
maintained by the league as a 
permanent display where those 
interested in purchasing elec- 
trical merchandise can come and 
see demonstrations of the various 
makes of high grade appliances. 
As the Electrical Utility of Cleve- 
land does not sell merchandise, 
the league handles the promo- 
tional work, creating a market 
which is open to all Cleveland 
merchants. 

The dealers were also given an 
opportunity to inspect a special 
window display arranged at head- 
quarters for their benefit. Tt 
stressed the idea of electrical 
gifts for the Christmas season. 

The meeting proper was 
opened by J. E. North, president 
of the league, who explained the 
reason for the series of meetings 
and welcomed the dealers. He 
then introduced Mrs. Dorothy 
Bromley, head of the league’s 
educational work for women, who 
spoke briefly on the electrical 
merchandise to be pushed at this 
season and the sales arguments 
to use. It was a remarkable 
sales talk, thoroughly appre- 
ciated by those present. 

Phil G. Wuertz, one of Cleve- 
land’s leading retailers, then in- 
troduced Llew S. Soule, editor of 
HarpwareE AGE, as the speaker 
of the evening. Mr. Soule, in an 
interesting talk interspersed with 
illustrations of actual happen- 
ings, analyzed the modern hard- 
ware store, its functions and its 
needs. 

A hardware store, he said, has 
from the standpoint of its owner 
but one reason for existence: to 
make money. It has three essen- 
tials—a stock, a clientele of cus- 
tomers and a store personnel, 
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Stock comes first because with- 
out it there could be no store. 
Selection of stock is therefore of 
major importance to the dealer. 
He must have merchandise that 
will sell, give satisfaction and 
make a profit. Since many of 
his more staple lines carry a 
very low margin, he must, in or- 
der to make money, carry other 
lines outside of staple hardware 
items which carry a profit. 

Among the best of such lines is 
that of electrical merchandise, 
particularly in a district where 
utility companies do not com- 
pete, or where they merchandise 
ethically, cooperating with local 
merchants. 

Mr. Soule then outlined the 
fortunate situation of Cleveland 
merchants in this regard and 
their opportunities for sales and 
profits. The balance of the talk 
dealt with the necessity of a 
hardware store having regular 
customers and the dominant im- 
portance of proper selection and 
training of store personnel. 

A general discussion followed, 
in which the dealers expressed a 
desire for more meetings of sim- 
ilar nature. The second of the 
series will probably be held the 
latter part of October or early 
in November. 


JAQUET ADDRESSES 
PITTSBURGH RETAILERS 


The Pittsburgh Retail Hard- 
ware Association held its first 
meeting of the new _ season 
at the Roosevelt Hotel in Pitts- 
burgh, Pa., at 7.30 p. m., Sept. 
25. George Jaquet, director of 
research and planning for the 
Society of Electrical Develop- 
ment, addressed the meeting, 
his subject being “Mutual Coop- 
eration Between the Utilities and 
Retailers in Selling Appliances.” 
Sales executives of utilities com- 
panies were present at the meet- 
ing. 





WHOLESALERS’ COUNCIL 
FALL MARKET WEEK 


The Wholesalers’ Council of 
the Pittsburgh Chamber of Com- 
merce sponsored a fall mar- 
ket week, which was officially 
inaugurated on Sept. 29. A 
number of prominent hardware 
wholesalers in the Pittsburgh dis- 
trict cooperated and a_ pro- 
gram of merchandising clinics 





was arranged. A. J. Luther 
of Chicago, a specialist in mod- 
ern store management, delivered 
a series of addresses, which 
were well attended by several 
hundred merchants in the Pitts- 
burgh trading area. Fall, winter 
and holiday merchandise were 
on display at wholesale and 
manufacturing plants. 





FLORIDA RETAILERS 
MEET IN TAMPA 


Members and guests of the 
Florida Retail Hardware Associa- 
tion met at the Tampa Terrace 
Hotel, Oct. 7, for the organiza- 
tion’s semi-annual west coast ses- 
sion. Among the speakers were 
President Lester McClung, Clear- 
water, Fla.; Walter Harlan, At- 
lanta, Ga., secretary, Southeastern 
Retail Hardware Association, and 
Merton L. Corey, Florida Citrus 
Exchange. W. J. Geiselman was 
chairman of the committee on ar- 
rangements, Charles A. Camp- 
bell presided, and T. B. Treiber, 
Dade City, was in charge of the 
question box feature of the 
meeting. 


HOPKINS HDWE. BUYS 
DAYTONA, FLA., STORE 


Hopkins Hardware Co. opened 
a store at 812 Main Street, Day- 
tona, Fla., Oct. 10. The com- 
pany purchased the stock of a 
bankrupt store together with an 
order of merchandise from New 
York City for the opening of 
the business. Officers are: Pres- 
ident, F. W. Hopkins, New York 
City; vice-president, R. L. Sel- 
den; attorney, H. E. Couchman, 
temporary secretary-treasurer, and 
A. W. Shaw, general manager. 
Application was made to the Sec- 
retary of State for a charter. 





MICHIGAN CONVENTION 
DATES ARE CHANGED 


Harold W. Bervig, secretary, 
The Michigan Retail Hardware 
Association, has announced that 
convention dates have been 
changed from Feb. 2-5 inclusive 
to Feb. 9-12, 1932, inclusive. 
This change was made to avoid 
conflict with the Wisconsin con- 
vention. 


GORHAM IS_ PRESIDENT, 
MAJOR APPLIANCES, INC. 


R. W. Gorham, formerly gen- 
eral sales manager, Altorfer Bros. 
Co., Peoria, Ill., for ten years, is 
president of Major Appliances, 
Inc., Peoria, Ill. A. J. Hartley, 
Hart-Carter Co., Peoria, IIl., is 
vice-president and secretary of 
the new company. A _ general 
line of washing machines and 
ironers will be marketed under 
the brand name “Utility.” 








G-E SPONSORS THIRD 
LENZ BRIDGE CONTEST 


The third Lenz bridge contest, 
conducted by Judge magazine, 
will be sponsored this year hy 
National Lamp Works, General 
Electric Co., Nela Park, Cleve- 
land, Ohio. There will be ten 
problems, one to appear each 
week in Judge, the first problem 
having appeared in the Sept. 26 
issue of that publication. Sidney 
S. Lenz, bridge editor of Judge, 
Milton C. Work, E. V. Shepard 
and the late Wilbur C. White- 
head formulated the problems, 
solutions of which are now sealed 
and filed in the offices of the pub- 
lication conducting the contest. 

As solutions from contestants 
are received, they will be filed 
and upon completion of the tenth 
problem will be gone over by Mr. 
Lenz. The first four problems 
will be on contract bridge bid- 
ding. Awards will be made on 
the basis of the entrant’s solu- 
tions as compared with the solu- 
tions made by the formulators of 
the problems. 

Top score will win a Stutz 
Club sedan, completely equipped. 
General Electric Co. will install 
as one award a_ completely 
equipped electric kitchen, includ- 
ing complete G-E wiring system 
for light, power and heat. Other 
awards offered by G-E are: re- 
lighting and reequipping of win- 
ner’s home for proper and attrac- 
tive illumination, electric clocks, 
photoflash outfits, G-E sunlamps, 
automatic-radio phonograph com- 
bination and assortments of G-E 
mazda lamps. Other awards of- 
fered by various companies in- 
clude ocean trips, land tours, 
watches, jewelry, lamps, smokers’ 
articles, golf equipment, desk 
sets, lamps, etc. 

Solutions to any or all prob- 
lems may be submitted at any 
time up to the close of the con- 
test on Dec. 17. In the event of 
ties the winners will receive like 
prizes, each problem having a 
scoring value in points. Solu- 
tions should be submitted on 
plain paper, using only one side 
of the paper. Only one solution 
to each problem may be entered 
by each contestant. All solutions 
should have the  contestant’s 
name, the problem number and 
his address. 

Solutions should be addressed 
to Lenz Bridge Contest, Judze 
Publishing Co., Inc., 18 East For- 
ty-eighth Street, New York City. 

For tying up with the contest 
the National Lamp Works will 
install special displays in the 
windows of stores supplying 
bridge supplies. Judge will also 
install special displays in deal- 
ers’ windows. Large posters will 
be placed on all trucks operated 
by the American News Co. 
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CARBORUNDUM CO. WILL 
RESUME BROADCASTS 


The Carborundum Co., Niagara 
Falls, N. Y.,. will resume the 
radio. program series carried on 
in the past. The fifty piece Car- 
borundum Band will again be 
heard.. Programs will be broad- 
cast every Saturday night at nine 
o'clock, Eastern standard time, 
over a chain of Columbia Broad- 
casting System stations. _In- 
cluded in the chain are WABC, 
New York City; WBBM, Chi- 
cago, Ill.; WCAU, Philadelphia, 
Pa.; WHK, Cleveland, Ohio; 
WXYZ, Detroit, Mich.; WNAC, 
Boston, Mass.; KMOX, St. Louis, 
and WKBW, Buffalo, N. Y. 

On each program the Carbo- 
rundum Brand Souvenir pocket 
sharpening stone in a leather 
case will be offered to listeners 
in. Listeners will be referred to 
their local hardware dealers. 
Stones will be sent from Niagara 
Falls. Attractive window cards, 
showing the band and indicating 
the stations and hour of broad- 
cast, are offered dealers. _Pro- 
grams will be sent from Niagara 


Falls. 


T. H. MAYTAG DIES; 
WASHING MACHINE MFR. 


T. H. Maytag, 67, of The May- 
tag Co., Newton, Iowa, washing 
machine manufacturers, died 
Oct. 6 as the result of injuries 
received in an automobile acci- 
dent suffered in Grinnell, Iowa, 
Sept. 10. Attempts had been 
made to save his life by means 
of blood transfusions. He had 
been associated with his brother, 





Fred L. Maytag, in the -washing 
machine business for the past 
thirty-two years. His widow and 
two daughters survive. 


NEW ENGLAND PAINT 
CLUB HOLDS MEETING 


At the recent meeting of the 
Paint and Oil Club of New Eng- 
land a resolution was adopted re- 
questing that the National Paint, 
Oil and Varnish Association and 
the American Paint and Varnish 
Manufacturers’ Association con- 
sider a plan for the holding of 
their meetings in a more closely 
related manner. Departure from 
the plan of meeting together was 
declared in the resolutions to be 
a “backward step.” 

W. R. Ewing read the code of 
ethics of the industry at the 
meeting. A message from P. C. 
Frayser, president, National 
Paint, Oil and Varnish Associa- 
tion, was read at the meeting. 
Frank Bownes, Frank Bownes 
Co., Chelsea, Mass., was reelected 
as president. Denison W. Green, 
Oliver Johnson Co., was elected 
as vice-president, and Fred L. 
Moses, Boston, Mass., was re- 
elected as secretary-treasurer of 
the organization. 

The following directors were 
elected: Joseph E. Hughes, E. 1. 
du Pont de Nemours & Co.; 
Edbert L. Tenny, Henry Bosch 
Co.; Martin S. Swanson, Rafi & 
Swanson; Frank E. Mason, Bay 
State Hardware Co.; Joseph H. 
Flaherty, Aluminum Co. of 
America; T. O. Stuart, Eagle- 
Picher Lead Co., and Leslie B. 
Coombs, Coombs Co. 





AGASSIZ AGAIN HEADS 
COPPER & BRASS ASS’N 


At the eleventh annual meet- 
ing of the Copper & Brass Re- 
search Association, held at iis 
office, 25 Broadway, New York. 
R. L. Agassiz, chairman of the 
board of the Calumet & Hecla 
Consolidated Copper Company of 
Boston, Mass., was reelected 
president. Vice-presidents elected 
were: F, S. Chase, Louis S. 
Cates, H. Donn Keresey and C. 
D. Dallas. C. T. Ulrich was 
elected treasurer; H. Foster Bain, 
managing director; William A. 
Willis, manager, and Bertram B. 
Caddle, secretary. 


H. L. HIRTHE DIES 


Herman L. Hirthe, 63, of 3171 
North Twelfth Street, Milwaukee, 
Wis., died Sept. 28 following an 
illness of several weeks. He had 
been with the Gross Hardware 
Co. for twenty-five years. His 
total service in the hardware 
trade in Milwaukee was forty- 
nine years. Mr. Hirthe’s wife 
and two daughters survive. 


ROSE AND SAND’S WILL 
CARRY COMBINED STOCKS 


Sand’s Level & Tool Co., De: 
troit, Mich., is now carrying a 
stock of W. Rose tools, made by 
W. Rose & Bros., Sharon Hill. 
Pa., for the convenience of cus- 
tomers in Canada and the Mid- 
dle West. The Rose organiza- 
tion is carrying a stock of Sand’s 
lines for western New Jersey, 
Pennsylvania, Delaware and 
Maryland, the South and the Pa- 





Common Errors 
CCORDING to Retail Ledger, the following 


weaknesses were found among salespeople of 
many stores in a test campaign of actual shopping 
done by members of the staff of that newspaper in 
an attempt to get the customer’s viewpoint. 


Salespeople: 


. Did not show enough merchandise. 
. Did not respond to customer quickly enough. 
3. Asked questions that were meaningless. 

. Limited their opportunities to make sales. 

. Did not create a desire for the merchandise through 
failure to give enough merchandise information. 

. Stated that they had other merchandise without secur- 
ing that merchandise and showing it to customer. 

. Did not volunteer information which made it neces- 
sary for customer to ask questions about goods. 

. Handled question of price poorly without justifying it. 

. Did not sense customer wants. 

. Ignored customer preferences. 





cific Coast. This policy makes 
possible a minimum freight rate 
for shipment of the two lines. 


HOTTENSTEIN JOINS 
THE IRON AGE STAFF 


H. K. Hottenstein has been ap- 
pointed Western advertising man- 
ager of The Iron Age, with head- 
quarters at 1507 Otis Building, 
Chicago, Ill., succeeding F. S. 
Wayne, who has resigned. Mr. 
Hottenstein brings with him a 
varied experience in advertising 
work, having served on the adver- 
tising staffs of several well known 
business papers. More recently 
as a publisher on his own ac- 
count, he gained a broad perspec- 
tive of advertising in its relation 
to other publishing functions. 


F. VON HILLER DIES 


Frederick von Hiller, 56, Phil- 
adelphia, Pa., district sales man- 
ager in the structural steel de- 
partment, Bethlehem Steel Co., 
died of pneumonia, Oct. 4, at 
his home in Elkins Park, Phila- 
delphia. He had been associated 
-with the Bethlehem Steel Co. for 
fifteen years, having entered the 
organization in 1916, when the 
Pennsylvania Steel Co. was ac- 
quired. During the war he was 
in the Philadelphia office in 
charge of the track department, 
and in 1921 went to Mexico City 
to represent the export division 
of the company. He returned to 
Philadelphia in 1928. 


of Retail Selling 


11. Gave an impression of indifference. 
Customer would often refuse to buy because of clerk’s 
attitude. 


Acted bored. 


In contrast to the above, constructive salesman- 
ship was shown as follows: 


Salespeople: 


1. Produced merchandise at once in response to definite 


requests. 


2. Asked constructive, worthwhile questions. 
3. Secured the necessary background to make a good 


approach. 


. Used the initiative to get customer to try the mer- 


chandise. 


. Used selling points and displayed merchandise well. 


. Handled question of 
its importance. 


price tactfully and minimized 


. Sensed customer’s wants. 


. Showed enthusiasm. 


. Made suggestions cleverly without the use of sense- 


less questions. 


HARDWARE AGE 























Buss Lights 


Bussman Mfg. Co., University and 
Jefferson Sts., St. Louis, Mo., offers 
this new model Buss light. It is an 
adjustable clamp model, tall and slen- 
der, with large, deep metal shade. 
Light is 14-in. high and may be used to 
advantage as a table or desk lamp. 
It clamps anywhere, or may be hung 
from the wall like a permanent fix- 
ture. Socket bends on a ball joint 
and shade tilts to any position. List 
price of the light is $3.50. Finishes 
are: Statuary bronze, No. 4262, and 
pastel green, No. 4363, with delicate 
gold striping on both the base and shade. Other models with 
parchment type and metal shades are listed at $3.00 and $2.00. 
Dealer cost on No. 4262 and 6363 is $2.33 in quantities of 12 
or more, and $2.45 in quantities of 12 or less. 








Grenadier Alarm 
NHW 611-6A 


Several new models 
have been added to The 
New Haven - Westing- 
house group of electric 
clocks. The model 
shown is the Grenadier 
Alarm of imported se- 
lected mahogany in a 
light antique finish with 
cream stripe on edge; 





3%-in. silvered dial, 
modern numerals and 
hands, sweep second 
hand, beveled crystal 


and polished brass sash 
and feet. Motor is of self-starting Westinghouse make. Self. 
winding alarm has musically toned concealed bell. Height 
is 63% in., while width is 514 in. Suggested retail selling 
price is $11.75. The New Haven Clock Co., New Haven, 
Conn., offers the line. 





Vent Air Ventilators 





National Screen 
Co., Inc., Suffolk, 
Va., represented by 
N. E. Drazan, 253 
Broadway, New York 

















City, makes the Vent AUTOMATIC 
i : . VENT AIR 
Air Automatic Venti- VENTILATORS 







lator, equipped with 
a metal center of the 
extension type in- 
closed in a hardwood 
frame. Patented fea- 
ture consists of two 
heat treated springs 
concealed in the slid- 
ing chambers of the 
ventilator and de- 
signed to ‘ automati- 
cally adjust the Vent 
Air ventilator in a 
rigid position when 
it is inserted in the = 
window. The maker 
states that with this i 
self locking feature 
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the ventilator cannot be removed or permitted to fall out of 
the window, unless released by hand from the inside. Metal 
center is available in an attractive color, while wooden frame 
is seasoned and oil stained. There are five sizes listed, as 
follows: 8 x 33 in., 50c.; 8 x 37 in., 55c.; 8 x 48 in., 80c.; 
1l x 37 in., 70c., and 11 x 48 in., 90c. Dealer discount is 
33 1/3 per cent, east of the Mississippi, with slight advance 
for other territories. 


N. L. Page Pocket 
Billiard Table Line 

N. L. Page & Sons Co., Auburn, Me., offers the “Little 
Buddy” line of billiard and pool tables, with masonite beds 


and metal bound corners, excepting the No. 103 table. Meas- 
urements are: No. 103, 34 x 184% x 21% in.; No. 104, 43 x 


2234 x 25% in., and No. 105, 50 x 26 x 28 in. Equipment of 
each of these models includes a set of 16 balls, 1 triangle, 2 
cues, book of rules and piece of chalk. Nos. 
have masonite beds and metal girders. No. 

Sizes are: No. 106, 6034 


106 and 107 
107 has cloth 


covered cushions. x 311% x 28 in,, 





and No. 107, 7034 x 3734 x 32 in. Page line special No. 543 
measures 43 x 23 x 25%% in. It has mahogany finish and 
composition bed. The Deluxe quality line has cloth covered 
cushions, pocket leathers and weighted mesh pockets with dia- 
mond inlay adjustable bed supports. No. 50 measures 50% 
x 26 x 28 in., while No. 60 is 60% x 3114 x 29 in. No. 70 
measures 7034 x 375% x 32 in. 





°? Electric Moth Ball 


The “Automatic” elec- 
tric moth ball made by * 
the Automatic Washer 
Co., Newton, Iowa, is a 
device for exterminating 
moths and larve. It 
connects to the light 
socket. A small light 
globe in the base gen- 
erates the slight amount 
of heat necessary to li- 
quefy and vaporize the 
chemical filler into 
fumes. Filler is said to 
give approximately 250 
hours of continuous operation. Heated vapors are said to kill 
the flying moths as well as the larve hatched from the eggs. 
This device may be used in closets or in rooms, without stain- 
ing or discoloring anything, according to the maker. No 
unpleasant odor is left. Metal container is of copper, made 
in two sections. It resembles a ball in shape, with the bot- 
tom half being slightly flattened to form the base. It is 5 in. 
in diameter and weighs less than 2 lb. There are no moving 
parts and no adjustments are necessary. It is equipped with 


8 ft. of cord, light bulb and one cake of chemical filler. 


‘*Automatic 











Game of “Kings” 
“Kings” is the 
name of a game in- 
troduced by the 
Akro Agate Co., 
Clarksburg, W. Va. 
It is played with 
colorful glass 
agates, but is not a 
shooting game. The 
game is played in 
a manner similar to 
checkers. There are 
forty Akro Agates, which will also be handy for marble play- 
ers when the spring marble season opens. Suggested retail 
selling price is 50c. 


Sunkist, Jr. Gift Model Juice Extractor 


The California Fruit Grow- 
ers Exchange, 900 N. Frank- 
lin St., Chicago, IIl., offers this 
“Gift” model Sunkist, Jr., 
electric juice extractor for 
holiday selling. Body is fin- 
ished in lustrous black, bowl 
is of jade green glass, and ex- 
tracting bulb is of ivory bee- 
tleware. A new and attractive 
nameplate adds to its appear- 
ance. Suggested retail selling 
price is $13.75. The regular 
Sunkist, Jr., with the gray 
blue finish and white bow] has 
been reduced in list price from $14.95 to $11.95. 





Wil-O-Lite 
Flasher Signs 
This Wil-O-Lite 
flasher sign, with 
glowing neon-red 
messages, has 
changeable _pan- 
els for many lines 
sold in retail stores. The No. 100 sign, illustrated, is offered 
for $5.00, complete with wiring and choice of 265 message 
panels. Size is 2034 by 734 by 334 in. Wide polychrome 
frame is available in gold, silver or bronze. Additional or 
special messages may be made to order. Panels are said to 
be unbreakable, easy to keep clean and non-inflammable. 
Wil-O-Lite, 117 W. Austin Ave., Chicago, IIl., is the maker. 
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Hamilton Beach 
“Cold Star” Model 
Vacuum Cleaner 


The Hamilton Beach 
Mfg. Co., Racine, Wis., of- 
fers the Gold Star model 
vacuum cleaner, designed 
to retail at $39.90 for the 
cleaner and $6.00 extra for 
attachments, including the 
moth killer. Cleaner has 
a motor-driven beating 
brush, ball-bearing motor and greater suction than the former 
model. Improvements include: Increased motor power, re- 
versible nozzle brush, streamline nozzle, bag with deeper dirt 
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trap, gray handle, self-lubricating wheels and all rubber cord. 
The maker states that it is designed to have eye appeal. Dealer 
discount is 40 per cent in lots of three or more, and 35 per 
cent in lots of one or two. 


Royal Rochester Display Stand 

This attractive display stand for window or table use is 
offered for a limited time by the Robeson Rochester Corp., 
Rochester, N. Y. Ten of the most popular and fastest selling 
Royal Rochester electric appliances are shown on its shelves. 
Display is constructed of grained oak and is designed so that 


it may be used as two separate units. By unfastening two 
screws, upper portion may be removed from lower part. Di- 
mensions of complete unit are 82 in. long by 9% in. wide 
and 2634 in. high. Cost is $10.00. It is furnished free with 
the company’s fiftieth anniversary special offer, complete with 
window cards and counter folders. 


Dodson’s Bird Houses 


Illustrations show a wren 
house and a tree swallow 
house made by Joseph H. Dod- 
son, Kankakee, Ill. These bird 
houses, as well as other mod- 
els made by the Dodson or- 
ganization, are now being of- 
fered through the hardware 
trade. Wren house No. 303 is a& four compartment house, 
made of red wood, with red cedar shingles, copper coping 
and painted green and white. 
It is complete with hanging 
ring. It is equipped with re- 
movable bottom. List price is 
$7.00 each. It is 15 in. in di- 
amter and 21 in. high. Tree 
swallow or finch house No. 306 
is made of the same wood, etc., 
as the wren house, with the 
same finish, but measures 13 
x 11 x 11 in. It lists at $5.00. 
Dealer discount on the line is 
33 1/3 per cent. The line, 
which includes houses for 
bluebirds, martins, flycatch- 
ers, flickers or woodpeckers, 
as well as shelters, feeding 
shelves, bird baths, sparrow traps, cat traps and garden fur- 
niture is fully described in the book “Your Bird Friends 
and How to Win Them.” It contains data as to feeding of 
birds, etc. The price is 25c. per copy. 
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Keystone Home Movie Cameras 


The Keystone Mfg. Co., Boston, 
Mass., offers movie cameras for 
home use in spring motor and 
hand crank models. Model A, list- 
ing at $35.00, is of the spring 
motor type. It measures 234” x 9” 
x 4” and has a 1% inch lens ex- 
tension. Weight is 334 lbs. Lens 
is F3.5 universal focus with ad- 
justable diaphragm. Binocular 
viewfinder built into camera and 
tripod connection are features, 
though use of tripod is not neces- 
sary to obtain steady pictures. 
Capacity is 100 feet, although 50 
foot film may be used. Camera can be safely loaded in broad 
daylight. Film register automatically indicates amount of 
film left after taking each scene. Case is of attractive black 
crackle lacquer with highly polished chrome finishings. 
Model C, hand crank type is of the same size as the model 
A but has 1 inch lens extension. It weighs but 3 lbs., has a 
high power lens system and synchronized shutter for perfect 
timing. Crank has folding handle. List price is $12.50. This 
model has film register, tripod connection, binocular view 
finder and may be loaded in broad daylight. Finish is of at- 
tractive black crystal enamel with bright trimmings. Both 
types use 16 mm. film. 











Milcor Rural Mail Box 


The Milcor Steel 
Co., Milwaukee, 
Wis., offers this 
Rural Mail Box. It 
conforms in every 
respect to the speci- 
fications of the 
Postmaster Gen- 
eral. The Milcor 
rural mail box is 
made of galvanized 
steel, coated with aluminum paint. Flag signal is finished 
on both sides with red enamel. Box is provided with a 
corrugated inner drain bottom; corners and edges are smooth 
and rounded. It has a neat, finished appearance, is well made 
and thoroughly weather-proof. 








Motor Driven Apple Corer and Parer 





The Goodell Co., Antrim, N. H., offers this motor driven 
New Leader apple parer and corer, for pie bakers and others 
using a large volume of apples, but is not adapted to small 
bakers or restaurants. It has a capacity of 20 apples per 
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minute. Machine has motor, switch, cord and plug ready 
for use at any light socket. Friction clutch insures instant 
automatic stopping in case anything occurs to obstruct the 
free operation of the machine, without stopping the motor. 
Operator places apple on the fork and the machine takes care 
of the balance of the operation. The Goodell organization 
makes various hand operated corers, parers and slicers for 
various types of fruit and vegetables. 





Star-Rite Magic Maid 

Star-Rite Magic Maid, No. 
803, offered by The Fitzgerald 
Mfg. Co., Torrington, Conn., 
is a complete high - power 
mixer, beater and juice ex- 
tractor. Motor is of heavy- 
duty, multi-speed type. The 
No. 803 has adjustable stand- 
ard, 334 qt. opaque glass mix- 
ing bowl, smaller bowl to 
match, chromium plated beaters and extra long single beater 
for mixing drinks. Beaters are instantly detachable, while 
bowls automatically revolve. Finish throughout is of jade 
green. List price is $19.50 in the East. List price is $19.95 
west of Denver, Colo. 


Brown & Sharpe Cutter Adapters 


The Brown & Sharpe Mfg. 
Co. of Providence, R. I., has 
recently announced new cut- 
ter adapters for use with mill- 
ing machines having standard- 
ized spindle end with No. 40 taper, to accommodate end 
mills, collets, etc., having No. 3 Morse and Nos. 7 and 9 
Brown & Sharpe Taper Shanks. While at the present time 
there are few milling machines with No. 40 milling machine 
standard taper end, these adapters anticipate present plans 
of machine tool manufacturers to incorporate this taper in 
machines of small sizes. Adapters will find a wide range of 
usefulness particularly among manufacturers who may have 
milling machines having standardized spindle end, who may 
wish to use end mills, collets and other tools having the 
Morse and Brown & Sharpe tapers mentioned above. 














Foley All Purpose Jig Saw 


The Foley Electra. 
Keen Jig Saw, made 
by the Foley Mfg. 
Co., 11 Main Street, 
N. E. Minneapolis, 
Minn., is driven at 
high speed on a short 
stroke, from the di- 
rect driveshaft of a 
4 h.p. motor. It has 
a patented counter 
balancer mounted on 


the end of the motor 
shaft to which connecting rod is attached, thereby reducing 


vibration. It will make all kinds of cuts and cut up to 2-inch 
stock, including oak, says the maker. On upstroke the saw 
draws away from the cut. Ten-inch tilting table is of special 
cold-drawn full hard steel. It may be locked at any desired 
angle up to 45 degrees to the right. Motor will operate jig 
saw at 1750 r.p.m. It has fan which blows dust out of motor. 
Motor has: built-in switch and rubber covered 10-ft. cord 
and non-breakable rubber plug. Main frame is of heavy 
one-piece casting. Balsa wood base, 10 by 10 inches, can be 
clamped to any work bench. 
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Genera Marker News 
OF THE WEEK 


Demand Fluctuates 
with Weather 


New York, Oct. 14.—In- 
fluenced largely by the type of 
weather prevailing currently in 
individual trade territories, the 
nation’s hardware demand _ is 
showing considerable variance, 
HarpwarRE AGE will say in 
its weekly market summary. 
In most sections mild tem- 
peratures continue to retard the 
movement of fall lines, although 
a somewhat improved demand 
for staple merchandise _ is 
reported. With the advent of 
more seasonable weather, the 
trade expects a material increase 
in activity as most fall and holi- 
day requirements have not yet 
been purchased by retailers. 

Hardware manufacturing ap- 
parently began to pick-up in 
September as stocks on hand 
have seemingly dwindled to the 
stage making production again 
necessary. Wholesalers are en- 
countering rather frequent  in- 
stances of the inability of manu- 
facturers of certain hardware 
products to fill orders for im- 
mediate shipment. Jobbers be- 
lieve that this is significant and 
anticipate firmer prices as one 
direct result. 

With fewer downward price 
revisions being announced by 
manufacturers, the price situa- 
tion is gradually assuming a 
more satisfactory character. It 
is not considered likely that fur- 
ther declines in manufactured 
products will follow as a result 
of lower wage rates being 
adopted in the basic industries. 
It is pointed out that a lower 
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wage scale will not enable most 
producers of raw or semi-fin- 
ished materials to show a profit, 
and that higher, rather than 
lower quotations, appear more 
probable under such circum- 
stances. 

The credit situation is char- 
acterized as being satisfactory in 
view of existing conditions, al- 
though collections are slower 
than usual. 





Brass Makers Now Base 
Prices on Lots of 1,000 Lbs. 


Leading brass makers have advised 
the trade that effective from Oct. 1, 
their printed base prices for rolled and 
drawn brass and copper products, for- 
merly based on lots of 100 pounds, will 
be established on the basis of not less 
than 1,000 pounds per item, single ship- 
ment, with small quantity extras for 
lesser quantities. 

This revision does not affect or 
change the current net base prices to 
contract buyers of items who purchase 
in 1,000 pounds lots or more. It re- 
duces the printed base, however, due 
to the fact that the quotations are cal- 
culated on larger mill items than for- 
merly. 





Favorable Results of Lasting 
Nature Are Expected from 
British Action 


The drastic step taken by Great 
Britain in suspending operation of the 
gold standard has caused and will con- 
tinue to cause almost endless discus- 
sion as to its possible effects, not alone 
within the British Empire, but through- 
out the world. The move, compelled 
by a financial crisis, is so sweeping and 
its potentialities so great that it is safe 
to say that no one can fully comprehend 
all possible reactions. It has been ac- 
cepted by the highest authorities, how- 
ever, as being a bitter alternative to 
adopt, but one that is constructive and 
that will be helpful in restoring eco- 
nomic conditions on a sounder basis in 
Great Britain and therefore in other 
nations. 


Suspension of the gold standard in 
Great Britain means that until it is re- 
stored paper currency will not be con- 
vertible into gold. This action, to- 
gether with increasing the rate of dis- 
count to 6 per cent, it is hoped, will 
conserve the remaining gold stock and 
provide time to rebuild confidence in 
the soundness of Great Britain’s finan- 
cial strength, injured by a startling un- 
favorable trade balance, which was 
growing worse with drops in exports 
and gains in imports. The ill effects 
of the emergency action, such as liqui- 
dation of securities, are expected to be 
temporary, while the favorable results 
are expected to be lasting. 





Sales of 25 Chain Systems 
Dropped 4.28% in Sept. 


September sales of the first twenty- 
five chain store systems to report were 
$116,039,751, compared with $121,226,- 
872 for the same month of 1930, a de- 
cline of 4.28 per cent. Aggregate sales 
of the same chains for the first nine 
months of the year were $1,019,636,764, 
against $1,052,682,373 for the 1930 per- 
iod, a decline of 3.13 per cent. The de- 
clines shown by several of the larger 
chains, due to reduced prices for a 
number of the articles sold, was re- 
sponsible for the drop, many of the 
chains reporting a gain in the tonnage 
of goods sold. _ 





Westinghouse Announces 
New Mazda Auto Lamp 
Sales Plan 


A. E. Allen, vice-president of the 
Westinghouse Lamp Company an 
nounces that effective Oct. 1, 1931, his 
company revised its policies governing 
the sale of its miniature mazda lamps. 

The changes include a revision of 
trade discounts to dealers and distribu- 
tor agents as a result of intensive study 
of new conditions affecting the distrbu- 
tion of automotive merchandise. 

Under the new plan, dealers will be 
enabled to buy their requirement of 
lamps at a discount of 40 per cent in- 
stead of 35 per cent. 

The schedule of discounts applying 
to jobber agents has likewise been re- 
vised upward. 
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Basie Business Indieators for Week Ended Oct. 3 


. As Charted in the Survey of Current Business and Compiled 
by the United States Department of Commerce 


Weekly Average 1923-1925, Inclusive=100 


In contrasting the charts published below with those which appeared in last week’s issue nine indicators show 

upward trends while the same number reflect downward tendencies and three remain practically unchanged. Advanc- 

ing trends are shown in coal production, freight car loadings, wheat receipts, cotton receipts, Detroit factory employ- 

ment, business failures, bank debits outside New York City, time money rates and money in circulation. It is 

interesting to note that Detroit factory employment started to show an upward trend early in September and that 
money in circulation is now considerably above the weekly average for the 1923-25 period. 
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New Orteans, Oct. 13. 
ONSTRUCTION contracts regis- 
C tered in the New Orleans terri- 
tory for the first 15 days of 


September equal the total for the en- 
tire month of September, 1930, accord. 


ing to report just issued by the F. W. 
Louisiana, parts 


Dodge Corporation. 
of Arkansas and Mississippi are in- 
cluded in the New Orleans territory. 


In August, this region was one of 
only four districts in the entire area 
east of the Rockies to show a construc- 
tion contract gain over that month of 
1930. A 42 per cent increase was in- 
cluded in the $6,696,000 total for the 
month, the State of Louisiana account- 
ing for the entire August gain. 

For the first eight months of 1931, 
this territory was alone of the thirteen 
major Dodge districts east of the 
Rockies to show construction on a 
higher level than during the corre- 
sponding period of 1930. The advance 
in contracts amounted to 32 per cent. 


BUILDING PERMITS 


Building permits issued in New Or- 
leans in September totaled $516,216 as 
compared with $184,046 in September, 
1930, according to Joseph P. Skelly, 
commissioner of Public Property. 


The largest permits taken out during 


(Boston office of HARDWARE AGE) 
Boston, Oct. 13. 


HELF hardware wholesale sales 
~ are holding up remarkably well, 

although, due to unseasonably 
warm weather the past week, business 
was not, perhaps, as good as during 
the previous week. Contrasted with a 
year ago, however, sales volume con- 
tinues to show an increase, while the 
dollar value of sales is somewhat less 
because of the disparity of prices then 
and now. 


CURRENT ORDERS 


Current needs still run to such items 
as stove pipe, weather-strip, conductor 
pipe, corn poppers, roofing materials 
and cement, window glass, kegs, etc. 
The average order received by whole- 
salers each day covers a fairly wide 
variety of merchandise, but quantities 
of each individual item are small. 
There are, of course, many orders re- 
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NEW ORLEANS 


Boston 


the past month were for four public 
markets valued at $241,858. 


PLAN COTTON MEETING 


Representatives from 867 cotton-pro- 
ducing counties of the nation are ex- 
pected to attend the convention of the 
American Cotton Association to be held 
in New Orleans November 16-18, offi- 
cials of the association announce. 

A plan calling for the formation of 
an export corporation, establishment of 
export credits and opening of foreign 
markets for staple agricultural products 
will be discussed. 


INTRACOASTAL CANAL 


Remarkable progress recently has 
been made in construction work on the 
Intracoastal Canal and present indica- 
tions point to its completion to the 
Galveston-Houston district within two 
years and a half, and to its present au- 
thorized destination, Corpus Christi, 
within three years, according to infor- 
mation received by Chairman M. J. 
Sanders of the Waterways Committee 
of the New Orleans Association of 
Commerce from Roy Miller, active 
vice-president, Intracoastal Canal As- 
sociation of Louisiana and Texas, Hous- 
ton, Texas. 

Construction work on the Harvey 
Canal link, where the waterway con- 





ceived which involve but one or two 
items, and the goods wanted are so 
small they can be delivered by mail. 
The outstanding point is, however, that 
most retail concerns are buying fre- 
quently, some every day and others 
three or four times a week. 


FUTURE ORDERS 


As yet there has been comparatively 
little forward covering of holiday re- 
quirements, such as sleds, ice skates. 
snow shoes, etc. By the end of another 
week, wholesale firms will probably 
have completed their toy displays, and 
about then an active selling campaign 
will start. 

While little interest has been shown 
so far in holiday goods, some rather 
flattering business in such items as 
rubber or garden hose, seeds, garden 
tools and lawn mowers has_ been 
booked for delivery next spring. It 
is, therefore, quite evident that the re- 





September Construction Shows Gain; 
Intracoastal Canal Nears Completion 


nects with the Mississippi River at New 
Orleans, is now well under way and 
bids have been advertised for dredging 
in Terrebonne parish. 

An actual physical survey has just 
been inaugurated on the proposed ex- 
tension of the waterway from Corpus 
Christi to the Rio Grande Valley, $30,- 
000 having been allotted only a few 
days ago by the Secretary of War for 
that purpose, according to Mr. Miller. 


BOATS ARE ORDERED 


Two towboats and 10 barges have 
just been ordered by the Louisiana- 
Texas Waterways Corporation, just or- 
ganized to engage in freight transpor- 
tation service on the Intracoastal Canal 
between New Orleans and Houston, 
representing the first service of this 
kind to be offered. 

The boats and barges, representing 
an expenditure of $200,000, will be of 
steel construction. The towboats will 
be driven by powerful Diesel engines. 
They will be built for a draft of four 
feet to permit operation through parts 
of the canal which have not yet been 
opened to nine feet. 

Regular freight service will be of- 
fered by the new company immediately 
upon delivery of the new equipment 
within the next four months. 






Sales Are Being Well Maintained; 
Volume Shows Gain Over Year Ago 


tailers’ thoughts are concentrated on 
regular merchdhdise. 


FEW PRICE CHANGES 


Manufacturers have readjusted their 
prices on automobile tires so that there 
is a little more profit in such merchan- 
dise for the hardware trade. To ac- 
complish this, some numbers of tires 
have been advanced slightly and others 
reduced in price. Some of the washing 
machine manufacturers have reduced 
their prices a little. Otherwise price 
changes have been remarkably few and 
far between and of little consequence, 
concerning, as they do, individual 
items. 


INDUSTRIAL CONDITIONS 


It cannot be said that New England 
industrial conditions are quite as good 
as they were a month or two ago, large- 
ly because of disturbing developments 
in two of its major lines of business. 
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> |THE ONLY SHOT THAT qo iS THE SHOT THAT HITS __@ 





TOP THE FALL MARKET 


Among the new goods exhibited to the thousands 
of participants and spectators at the Grand Ameri- 
can Handicap, the new Remington Shotguns at- 
tracted by far the most interest and enthusiasm. 


The new Model 31 Side-ejection 12 gauge 
Pump Gun was tried out at the traps by a number 
of experts and was pronounced the finest gun of 
this type ever produced. Its shorter stroke, which 
makes the action faster, easier, and smoother, 
proved a revelation to every shooter that handled 
it. The simple take-down with barrel removable 
as separate unit is a decided advantage for those 
wishing an extra barrel. Every one of its many 
.new features received a lot of favorable comment. 











Another Remington that had them standing in 
line was the new 16 gauge Autoloader. It’s the 
only autoloading 16 gauge shotgun that will take a 
234 inch shell. This gives the equivalent of a 12 
gauge load with the light weight and trim lines 
of a 16. , 


There is already a heavy demand for these guns. 
We hope to turn out enough, but if you want your 
share of this business don’t delay. Telephone 
or telegraph your orders to your jobber at once. 


\ 
H( “iM \\\\ 
R/ e Model 11, : palates ‘itene 


Model 31 yn ang Sheegen, 
12, 16 and 20 gauges. 
President Retail Price, Standard Grade, 
$56.75 





12 
Retail Price, | aw Grade, 
$48.95 


The Greatest Value Ever Offered, The Remington Standard American Dollar Pocket Knife. 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City Telephone, Digby 4-2300 
Manufacturers of Arms, Ammunition and Cutlery 
© 1931 R. A. Co. 
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Shoe manufacturers in general have 
filled most of the fall orders and are 
now in what is termed the between hay 
and grass season. 

Cotton and woolen textile manu- 
facturers contemplate or have made 
wage reductions with resulting labor 
troubles. To date the most serious la- 
bor disturbance has been at Lawrence, 
Mass., where approximately 23,000 mill 
workers are on strike, and where mill 
owners have announced indefinite shut- 
downs. There are undercurrents of 
labor unrest at other New England 
mill centers, but just how serious these 
are cannot be ascertained at the mo- 
ment. 


CHICAG 


(Chicago office of HARDWARE AGE) 
Cuicaco, Oct. 13. 


ROBABLY the best which may 

be said of hardware and steel 

lines in the opening days of the 
final quarter is that basic values are 
held unchanged—quotations on steel 
for the rest of the year being at the 
same figure as during the third quar- 
ter and apparently not under pressure. 
Steel sheets, especially, are showing 
great steadiness in maintaining their 
mid-year mark-up, while wire products 
are firmer chiefly by the expiration of 
all bottom-priced contracts on Sept. 30. 
Steel interests claim, with apparent 
reasonableness, that their 10 per cent 
wage savings cannot at present help 
in showing profits, but only in reduc- 
ing losses. 


FACTORY STOCKS, ETC. 


General manufacturing activities in 
hardware lines have seemingly made 
small gains during September, as com- 
pared to the average operations of the 
mid-summer months, when shut-downs 
were the rule rather than the excep- 
tion. Few makers of any sort of hard- 
ware have sufficient stock reserve of 
either materials or finished goods to 
properly care for a fair fall business. 
All wholesalers have noted the grow- 
ing frequency of delayed or incomplete 
shipments from their mills on stand- 
ard everyday goods—particularly those 
of seasonable nature. All branches of 
the trade seem to dread liberal inven- 
tories or possible carry-overs, with a 
mighty and wholesome dread. Such is 
the influence of the banker mind upon 
mercantile thought and practice. 


At 


In Boston there is a question be- 
tween steamship companies and work- 
ers regarding pay, hours of work, etc., 
and as a result 3000 longshoremen are 
on strike. 


IS LIQUIDATION PAST? 


Most every hardware man feels that 
raw materials have been liquidated to 
a standstill; that such liquidation has 
been carried to an excess equaling 
boom-time inflation. It is common 
belief that liquidation of manual labor 
is just starting in the major industries, 
and that, if it is successfully concluded, 
it will eventually mean the starting 








ADJUSTMENTS NEEDED 


Undoubtedly an important contrib. 
uting factor in prolonging the busi- 
ness recession is the reluctance with 
which needed declines are being faced 
in many quarters. Economists point 
out that, while we can have reason- 
ably good business with high prices 
and high costs, or with low prices and 
low costs, we experience difficult going 
when some prices are much too low, 
and others much too high. Prices of 
basic raw materials are down in some 
cases to figures not before reached in 
this century. On the other hand build- 
ing costs, including materials and 
wages, remain 75 per cent above the 
level of 1913; average rent levels stand 
at about 42 per cent above pre-war. 
While wages and salaries in many 
lines have been reduced, in others the 
old high schedules remain. 

Plans to limit production attack one 
side of the difficulty—but the other 
side is restricted purchasing power. 
Business suffers more from a dimin- 
ished buying ability of the public than 
it does from a surplus ef goods. The 
vital problem of hardware merchandis- 
ing is to bring hardware products with- 
in the buying range of pocketbooks 
which are flatter now than they have 
been for many years. To stimulate con- 
sumption is the first step, then to give 
attention to excess production. 


HARDWARE AND LUMBER 


An increasing proportion of hard- 
ware retailing is being done by lumber 
yards—some of them units of large 
organizations. The hardware merchant 
needs to watch and meet this compe- 
tion and to keep complete his lines of 





of a pronounced business revival in all 
lines of business. 

To what extent this liquidation of 
manual labor will reflect on the gen- 
eral situation during the next two or 
three months is considered problemati- 
cal by all, but an undercurrent per- 
sists in hardware circles that the re- 
adjustment of prices for manufactured 
products in general has not been con- 
cluded. It is not felt, however, that 
price reductions, if there are any, will 
be nearly as drastic as those made 
earlier in 1931, and that any adjust- 
ment in the price structure that does 
take place will be of short duration. 


Basic Values Remain Unchanged; 
Manufacturers’ Stocks Becoming Depleted 


tools, builders’ hardware, roofings, and 
all construction supplies. Some hard- 
ware stores are finding a sideline of 
lumber specialties readily salable— 
particularly at this season combination 
screen and storm doors, garage and 
poultry-house sash, asbestos mill-board, 
wall and insulating boards, and mate- 
rials for greenhouse and hotbed con- 
struction. 


OTHER NEWS ITEMS 


Dealers are laying plans for their 
toy stocks, and are taking in now some 
of the expected best-sellers. Sleds and 
wagons are on many orders. A whole- 
saler here is featuring again this sea- 
son an attractive general toy catalog, 
to be imprinted for the dealer’s own 
distribution before the holidays. These 
are stimulating early toy buying and 
have increased toy sales wherever used. 

Warm weather has retarded sales on 
many seasonable items, such as axes, 
cross cut and wood saws. 

Prices on toggle switches, flush re- 
ceptacles and brass sockets have ad- 
vanced 10 to 15 per cent. 

Denatured alcohol for non-freeze pur- 
poses is beginning to move out, and 
dealers are now specifying against con- 
tracts. The use of non-returnable 
drums, for which no charge is made, 
is a step forward in convenience, and 
eliminates the bookkeeping necessary 
when the $6.00 drums used had to be 
returned. A high quality tester and 
thermometer is now available at a very 
low price. The set is mounted on a 
weatherproof temperature chart, to be 
hung outside where the radiator can 
be conveniently tested. 
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new type of door! 


Up and safe away overhead 
—this is the trend of mod- § 
ern garage doors. No more A 
danger of doors becoming & 
damaged, with this im- 4 
proved style of door. 


National No. 900 Saw Set 


Every inch of garage space is left available, allowing a safe, quick entrance or 
exit. That’s door efficiency, the type that builders seek and insist upon. 

There is a profitable business available in your locality on this superior set that 
embodies the most practical design and is sturdily built of the finest materials. 


Doors are furnished complete with the hardware mounted in place. Installation is 
a simple, quick job. The hardware is mounted on the inside of the doors, safe from 
the deteriorating effects of the weather. 

The standard size is 8x 7 feet, allowing for a full 7-foot clearance when open. A 
large variety of sizes are available. 


Get started on this campaign to have National No. 900 Door Sets installed in 
your neighborhood. Every sale is a boost for repeat business, 


Further details are yours for the asking. 


National Manufacturing Co. STERLING 


ILLINOIS 


Popularity acclaims this 
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Easier to heat Ample space above car 


Doors 8 feet wide by 7 feet high 
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National 


makes hardware to 
serve every building 
purpose—a complete | 
line. The items be- | 
low are all big sellers: | 
Sliding Door Hangers 
Sliding Door Rail 
Garage Hardware 
Door Latches 
Screen Hardware 
Strap and Tee Hinges 
Half Surface Burts 
Mortise Butts 
Ornamental Hinges 
Cupboard Turns 
Sash Locks 





Sash Lifts 
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(Pittsburgh office of HARDWARE AGE) 
PittspurGH, Oct. 13. 


‘A | YHUS far in the month local 
hardware sales have shown little 
change. The weather has re- 

mained unseasonably warm, and bank 

troubles throughout the district have 
undoubtedly postponed much buying 
which had been contemplated. Move- 
ment of gas stoves, coal hods and shovel 
and other cold weather items is con- 
siderably below normal for this time 
of the year. Retailers’ stocks are not 
large, but they see no neason to place 
orders until consumer demand de- 
velops. Firearms are just beginning 
to move, and sales are expected to be 
much better in the next two weeks. 

However, the hunting season is not ex- 

pected to develop as much business in 

guns and rifles as in ammunition. 

Hunting clothing has been dull to date. 


ACTIVE LINES 


The local radio show stimulated 
some demand for receiving sets, with 
the midget type in much the largest 
demand. There is little movement of 
radio batteries as most of the sets of 
this type have been discarded. De- 
mand for flashlight batteries has im- 





New York, Oct. 13. 


USINESS with _ metropolitan 
B wholesalers, so far this month, 

has been fair despite the fact 
that warm weather has been a decided 
obstacle to the usual seasonal expan- 
sion which normally occurs at this pe- 
riod of the year. A wide variety of 
staple merchandise is enjoying a mod- 
erately active demand with the result 
that the volume of goods being shipped 
compares quite favorably with a year 
ago. Dollar sales, however, continue 
to reflect about the same disparity as 
has been noted during other months 
of the current year, which is largely 
attributed to price declines. 


SENTIMENT IMPROVES 


Influenced for the most part by the 
numerous plans which are under way 
to aid recovery rather than by any 
tangible improvement now evident, a 
better trade sentiment is apparent in 
both wholesale and retail circles. The 
belief is becoming more general that 
prospects for the future have bright- 
ened considerably. Wholesalers point 
out that rather frequent instances of 
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PITTSBURG 


NEW YORK 


Sales 


proved slightly since standard time was 
resumed in the district. There is also 
some demand for contractors’ lanterns, 
as considerable construction work is 
under way. 


PRICE REVISIONS 


No important price changes have 
been reported in the last week. How- 
ever, painting ingredients are lower, 
turpentine having declined to 49c. a 
gallon in barrel lots, and linseed oil to 
slightly less than 9c. a pound in barrel 
lots. White lead is unchanged at 
13.25c. per pound. Prices on wire 
nails are better held since the first of 
the month, with jobbers generally quot- 
ing $2.15 a keg. Large rivets are low- 
er, and prices on bolts and nuts and 
small rivets are rather weak. How- 
ever, no formal change in discounts 
has been made. 


GLASS AND STEEL 


Heavier buying by the automobile 
companies has stimulated demand for 
glass and steel slightly in the last week 
or two. The placing of. this business 


will result in heavier production this 
month and in November, with sheet, 









Trade 


the depletion of manufacturers’ stocks 
are being encountered at the present 
time. This, they believe, is a healthy 
sign, which will ultimately bring about 
a more stable and satisfactory price 
situation and also induce increased 
production with resultant beneficial ef- 
fects in many directions. Fewer price 
concessions are being offered, which 
strengthens the belief that prices have 
reached rock bottom in most instances. 
Wholesalers do not anticipate that the 
recent reductions in wage rates in some 
of the important basic industries will 
bring about further reductions on 
hardware products. 


SEASONAL GOODS 


Seasonal goods have shown scarcely 
any activity thus far this fall, due to 
the fair and mild weather conditions. 
Ordinarily such items as ash cans, 
weather strip, furnace scoops, ash sift- 
ers, ash can trucks, snow shovels, etc., 
would be quite active at this time. 
The demand for goods of this char- 
acter has been practically nil and ap- 
pears likely until cold weather sets in. 
The same holds true with respect to 


Sentiment 





Show Little Change 
Warm Weather Retards Activity 


strip and bar mills affected particu- 
larly. Railroad buying is also more 
of a factor as some of the carriers had 
begun to inquire for their rail require- 
ments for 1932. Steel ingot production, 
however, shows little change and aver- 
ages about 26 per cent in the Pitts- 
burgh district. While this rate seems 
very low, it is considerably above mini- 
mum levels reached in 1921. 


COAL INDUSTRY 


The coal industry has not yet re- 
acted very much to seasonal consider- 
ations, but the coming of colder weath- 
er will stimulate demand for both coke 
and coal considerably. Dealers’ stocks 
are not heavy, and they will be forced 
to call upon producers immediately as 
domestic movement gets under way. 

Credit conditions in the district have 
become more unsatisfactory in the last 
week or two, as bank failures have 
been numerous in Pittsburgh itself as 
well as in neighboring towns. The en- 
tire situation has resulted in more diffi- 
cult collections, as many dealers who 
would ordinarily be able to pay their 
bills on time have had their funds tied 
up by bank suspensions. 


Improves; 


Business Fair; Despite Weather 


holiday merchandise, with the tendency 
to postpone buying almost general. 


PRICE SITUATION 


Very few price revisions are being 
currently announced by manufactur- 
ers. Prices on combination screen 
doors are about 5 per cent lower than 
those effective last season and this item 
is enjoying a healthy demand. 

The Farrand line of rules has been 
revised, with the following dealer prices 
being established on four popular num- 
bers in the line: D72, $1.30; C96, 
$2.28; A72, $1.95, and A96, $2.60. Re- 
tail prices are $2, $3.50, $3 and $4, re- 
spectively. 

Window ventilators are in fairly early 
demand, with dealer prices as follows: 
Wood frame, metal center, 8 x 37, $2.65 
per doz.; same, 8 x 48, $4.10 per doz.; 
same, 11 x 37, $3.90 per doz. Metal 
frame, cloth center, 8 x 33, $2.25 per 
doz.; same, 8 x 37, $2.60 per doz.; 
same, 8 x 45, $3.40 per doz.; same, 
11 x 37, $3 per doz.; same, 14 x 37, 
$4.50 per doz. 

Only three sizes of Wurldbest venti- 
lators are being offered this fall, with 
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Now Is Your Chance 


See for Yourself 


What Better Display of a Selected Stock 
of Nationally Advertised 
Wooster Brushes Will Do 


TRY THE 














Panel swings flush to shelving 
out of the way but in full dis- 
play when not in use—made of 
metal, beautifully lithographed. 






Take a look at the Sampler. 
see such a knockout display? It’s so prac- 
tical. Simply attach it to the vertical paint 
shelving. It swings a complete brush line 
into attention—right where you make the 
paint sale. Asks every customer to buy. 
Speeds up sales. And besides that— 


Did you ever 

















26 Fast Sellers Displayed 
on Both Sides 








Installs Automatic Stock Control 





Here are the brushes you get 
for $12.75—1/12 dozen each. - 





Total brush investment shrinks one-third to 
one-half with the Sampler. With 26 nation- 





Varnish, Enamel, Lacquer 
Brushes 


No. 55—3%” Extra Shasta 
No. 44—25%” Extra Shasta 


No. 33—21%” Extra Shasta 
No. 2—15%” Shasta 

1” Shasta Junior 

Fd Foy 


2%” Foy 

2” Foy 

2” Fong 
1%” Fong 
2” Folly 
1%” Folly 
og Folly 


2” Cuckoo 
1%” Cuckoo 
1” Cuckoo 


Sash or Trim Brushes 


14%” Fox 


Flat Wall or Paint Brushes 


No. 48—4” 
Favorite 

No. 24—3%” Friendly Painter 
sf oe 

3Y%" Joe 

4” Fala 

3%” Fala 

4” Premium 

34%” Premium 

i Premium 


Master Painters 





Special free advertising in- 
cludes a “Ted” cut-out, win- 
dow display cards, folders, 
paint can stickers, etc. 
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Re-order from your Wooster jobber—no 
trouble to keep a complete balanced stock 


with the Wooster Sampler. You are fur- 
nished with a handy stock control order 
blank which makes it easy to re-order the 
individual numbers in any quantity you de- 
sire from your Wooster jobber. Send cou- 
pon. Get started now! 































ally advertised Wooster Brushes you can 
satisfy the wants of every customer. The 
convenient Wooster Sampler Stock Control 
Sheet makes it easy to reorder and keep a 
balanced stock. 


Try It Without Risk 


The irftroductory price is only $12.75. A 
real bargain! The deal includes 26 Wooster 
Brushes, lithographed metal swinging display 
panel, complete selling helps, the handy 
Stock Control Sheet. 








This is not an assortment. We're not trying 
to load you up. Simply place an order for 
the Sampler. The entire deal is supplied, 
on approval. 

Better hurry .. . the price is extra special. 
Get a Wooster Sampler from an authorized 
Wooster wholesale distributor. If he can't 
supply you, send the coupon and we will see 
that you are supplied. 


h-10-15-31 


The Wooster Brush Co., Wooster, Ohio 


Send the complete Wooster Sampler Deal on ap- 
proval at $12.75. 


Stove NGM cccceccsccccccccevsccecceccccevesese 


Address 








prices on the new No. 1, $10 per doz.; 
No. 2, $12 per doz., and No. 3, $18 
per doz. ; 

Prices on the inexpensive type of oil 
heaters in japanned finish for this sea- 
son are $3.50 each for the three-quart 
size in lots of 1 to 5, and $3.35 in lots 
of 6 to 24. The four-quart size is 


TWIN CITIES 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, Oct. 13. 


S an indication of the “back-to-the- 
A farm” movement, statistics show 
that approximately a million and 
a half people have returned to the 
farms in the United States during the 
past year, and the Northwest tributary 
to the Twin Cities would probably show 
more than the national average in this 
respect. In this agriculturally sup- 
ported district of the country, this 
means, in the next few years, better re- 
turns from the farms, and more buy- 
ing power. 


FALL LINES ACTIVE 


Fall trade in all lines is well under 
way. Summer stocks are cleared away, 
and autumn merchandise is on display 
in all the stores. Hardware stores fea- 
turing furnace and stove work are 
speeding up their activities in these 


CLEVELAND 


(Cleveland office of HARDWARE AGE) 

CLEVELAND, Oct. 13. 
ALE of fall merchandise has been 
retarded by the unusually warm 
weather that has prevailed much 
of the time recently. Business in 
summer lines is about over and retail- 
ers are not showing much interest in 
either fall or winter seasonal goods. 
Business with jobbers shows little 
change in volume as compared with 
last month. Aside from some gain in 
fall goods that is looked for when the 
weather becomes cooler, sales during 
the next few weeks are not expected 
to vary much from the recent volume. 


IN DEMAND 


Lines in which there is a moderate 
amount of activity include gas and coal 
heating stoves, roasters, window ven- 
tilators, weatherstripping, electric and 
alarm clocks, andirons and fire sets. 
There is a good seasonal demand for 
prepared roofing and roof coatings and 
also a fair movement in steel sheets. 
Radio tubes are beginning to show 
some life. In sporting goods lines guns 
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$3.85 each in lots of 1 to 5, and $3.65 
in lots of 6 to 24. 


COLLECTIONS 


The credit situation is practically un- 
changed. Collections are slower than 
usual with both wholesalers and _ re- 
tailers, although accounts outstanding 





lines, through newspaper advertising 
and store displays. Stoves and stove 
accessories are also beginning to move 
out more freely. 

Local duck hunting has been lag- 
ging the first part of the month, due to 
the mild, bright weather. The north- 
ern flight has not yet started. But 
before the end of the shortened hunt- 
ing season it is expected that this sport 
will be considerably speeded up, and 
sales will move accordingly. 

Cold weather supplies for automo- 
bile use are coming to the front also. 
Anti-freeze mixtures and car heaters 
of various types are being called to 
the attention to the dealers by their 
jobbers. 


AGRICULTURE 


There has been little change in the 
agricultural situation during the past 





and ammunition and footballs are 
moving fairly well. However the call 
is for the medium and low priced mer- 
chandise in both guns and footballs. 
The higher priced guns are quiet. 
While there has been a sdasonal de- 
cline as usual in the demand for auto- 
mobile tires business in these is still 
quite good. After a record breaking 
season due to the large fruit crop the 
demand for canning and drying equip- 
ment is about over. Jobbers are 
soliciting orders for steel goods and 
lawn mowers for next spring but not 
making much headway with these lines. 
Manufacturers of garbage cans report 
a considerable gain in orders in this 
territory. 


PRICE DATA 


The market has an easier tone and 
competition for business is resulting 
in various price concessions. Special 
offers on various lines have helped to 
stimulate sales materially. Nails have 
advanced $3 per keg for stock ship- 
ment and for less than car lots for 
mill shipment and $2 per keg for car 


Weather Slows 


Several Price 





are being not so excessive or as bur- 
densome as in many other lines. In the 
percentage of outstanding accounts on 


July 31 collected in August, local 
wholesalers reported to the Federal 
Reserve Agent that whereas 44.8 per 
cent were collected last year, 43.3 per 
cent were collected this year. 


Fall Merchandise Is Active; 
Farming Regains Popularity 


week. Livestock markets are still low 
in price, and receipts are normal. With 
the low offerings in price farmers are 
holding back*their shipments where 
possible, in the hope of a price ad- 
vance. Poultry and poultry products 
and butter-fat are the best items for 
market at the present time. Potatoes 
are being offered at 25 cents per hun- 
dred pounds on the farm, in sections of 
Minnesota where they are plentiful, 
and this is less than the cost of pro- 
duction, it is claimed. Minnesota has 
one of the largest potato crops in re- 
cent years, and the aggregate will show 
a fair revenue. 


COLLECTIONS 


Collections are keeping on about the 
same level as they have been for some 
weeks. Conditions are not conducive to 
any great change in this matter. 


Activity in Fall Goods; 
Changes Are Effective 


lots for mill shipment. They are now 
quoted at $2.25 per keg for stock and 
less than car lot mill shipments and 
$2 per keg for car lots for mill ship- 
ment. This advance has resulted from 
the recent stiffening of mill prices and 
the cancellation on Oct. 1 of old low 
price contracts. Present rope prices 
have been reaffirmed for the first quar- 
ter. Best grade of manila rope is 
quoted at 17¥%4c. per lb. base for mill 
shipment and 18c. per |b. for shipment 
from stock. Some of the manufactur- 
ers have issued new prices on radia- 
tion. For some time prices have been 
the same for all heights. Under the 
new price list the plan in vogue several 
years ago of having different prices 
for different heights has been reestab- 
lished. The new prices represent a 
slight reduction. The recent price 
advances on malleable and cast iron 
fittings and valves are being main- 
tained. Irregularity still exists in 
manufacturers prices on bolts and nuts. 
These are being pretty generally sold 
by jobbers at 73 and 10 per cent dis- 
count in large lots. 
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Outside View, Doors Closed 
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exposed to weather 


or driveway 


ted by wind or snow 


ll width of garage opening available 


Showing Bolt construction 
for securely locking doors 
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Inside View, Doors Closed 


New Business for You with 


STANLEY 
“ROLL-UP” 


Garage Door Equipment 






ITH carefully engineered and thoroughly tested 

“Roll-Up” garage door equipment Stanley places the 
hardware dealer in a position to sell this most modern 
overhead garage door equipment. 


Simplicity plus complete instructions insure that the 
average carpenter can make an installation of Stanley 
“Roll-Up” equipment in but little more time than is 
required for ordinary garage doors. 


e Features of Stanley “Roll-Up” Garage Doors e 


Hardware furnished either with or 
without doors. Doors are first qual- 
ity Douglas Fir made in four sec- 
tions, rabbeted, vertical grain stiles 
and rails, veneered panels. Stock 
sizes 8' x 8’, 8' x 7'6’, 8’ x 7', other 
sizes to order. 

Doors locked by a bolt operated by 
a convenient handle which engages 
track. A special adapter makes it 
possibe to use any standard rim cyl- 
inder lock with this bolt so that 
garage door may be master keyed 
with house door. 


Ball bearing rollers. 
Sturdy overhead track is braced by 


turn buckles which hold it firmly 
in alignment, and is suspended by 
chains, requiring no special sup- 
ports and making installation easy 
regardless of height of ceiling. 


Doors are drilled,and mortised for 
application of hardware before be- 
ing shipped. 

The popularity of the overhead type 
of garage door equipment is con- 
stantly increasing. With the addi- 
tion of “Roll-Up” doors you are in 
a position to supply any type of 
garage door that your customers 
may wish from Stanley stock. 


Full information on Stanley Garage Equipment sent on request 


THE STANLEY WORKS 


New Britain, Conn. 


STANLEY HARDWARE 
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KANSAS CIT 


(Kansas City office of HARDWARE AGE) 
Kansas City, Oct. 13. 

OME Kansas City retail hardware 

merchants say that declining 

prices are causing a better move- 
ment of goods, due to the fact that 
the price tendency is to meet the ex- 
isting demand. One dealer, for exam- 
ple, declares that his sales during the 
month of September were exactly 8 
per cent greater than during the cor- 
responding month of last year. This 
merchant advocates that dealers take 
steps to move their merchandise even 
if they have to sacrifice profit per item. 
He states that it has been his experi- 
ence in times like these that, when 
profit per item is sacrificed, there will 
be a movement that will tend to clean 
up odds and ends, and what is lost per 
item will be mostly offset by increased 
volume. Indications are that this is 
being done or has been done by deal- 
ers rather generally, as reports persist 
that stocks are lower than they have 
been in a long time. 


STOVE GOODS ACTIVE 


Stove accessories are in season, and 
the movement is characterized as “bet- 
ter to fair,” with oil heaters showing 
an extra good volume. Weather-strip, 
both felt and metal, is beginning to 
move, indicating that there will be some 
good business in this item later on. It 
is something that people do not usual- 
ly buy unless warned by an initial cold 
snap, and the weather has been mild 
up to date. 


WHEAT BELT CREDITS 


Collections in the wheat belt are not 
flattering, but still the dealers are get 
ting some money and are meeting many 
of their bills with the wholesalers. The 
situation in the wheat territory still is 
due to the holding of the wheat crop. 
One credit man in Kansas City who 
has been out in the territory describes 
the situation this way: “Most of the 
wheat farmers are going to hold their 
wheat as long as possible, or until they 
can get what they term a satisfactory 
price. Some will hold their crops for 
30 days and others for 60 days.” It is 
quite likely that the approaching holi- 
day season will cause a spurt in the 
movement of the grain, as people will 
want to spend some money and they 
will haul off wheat to get the cash. 


CORN BELT OUTLOOK 


In the corn belt it looks promising 
for fall business. While corn is low 
in price, it is not, relatively speaking, 
as low in price as wheat. Hogs are 
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worth five cents, and this makes it pos- 
sible for corn belt farmers to feed hogs 
40-cent corn and get 5 cents a pound or 
more for them on the hoof. It is said 
that a farmer can realize a good profit 
in a combination of this kind. 


WHEAT IS STOCK FEED 


And there is still another angle to 
the market and credit situation. While 
wheat has been even lower than corn, 
it will bring as much as corn when 
fed to a hog, and this is exactly where 
some of the surplus wheat is going. 
The grinder business shows that farm- 
ers are right now grinding this cheap 
wheat and feeding it to hogs. They 
will get 5 cents a pound or more for 
those hogs, whether they are fattened 
on wheat or corn. Missouri has a big 
corn crop. In fact, all crops of every 
kind are good around Kansas City. 
Down in the Oklahoma section the col- 
lections are not so good as they are 
elsewhere. This is, of course, due to 
the distress of the oil industry there. 
Collections in Oklahoma are bluntly 
characterized as “very poor.” 


ARMS AND AMMUNITION 


The immediate ammunition situation 
doesn’t look so good for the trade as 
a whole. Wholesalers have been un- 
loading some of their last year’s or 
obsolete stocks, so it is said, at re- 
duced prices. But prices on new and 
staple types of ammunition merchan- 
dise continue to be 10 and 10 off regu- 
lar. In this section the duck season 





Outlook Is Bright in Corn Belt; 
Farm Supplies Are in Good Demand 


is now on, running from Oct. 15 to 
Nov. 15, and during this time dealers 
ought to have some good trade in duck 
loads. Guns are moving slowly, the 
dealers, in most cases, ordering only 
as needed. The newer models are sell- 
ing best. 


GAME IS PLENTIFUL 


The rest of the fall is very promis- 
ing for hunting equipment, as the sea- 
son has been, ideal for the rearing of 
great numbers of quail. It is believed 
that this year will equal the year before 
last, which was a banner quail year. 
The season on quail lasts from Nov. 10 
to the first of the year. Squirrels are 
plentiful and so are rabbits. 


FARM SUPPLIES 


Farm supplies are accelerating to a 
considerable extent right now, and due 
to the impending corn harvest all corn 
harvesting equipment is having an un- 
usually good run, although corn har- 
vesting is still quite a long way in the 
future. Jobbers are having a good run 
on shoveling boards, husking equip- 
ment, grain scoops, slat corn cribs, etc. 
There is still quite a business on binder 
twine, due to the amount of corn that 
will be bound for feed. One twine 
manufacturer’s representative here re- 
ports the biggest business in twine that 
has been experienced in recent years. 
The demand depleted local stocks and 
shipments are now being made direct 
from the factory. 





Recreation Equipment 
Market Becomes Increasingly 
Important 


Approximately $38,520,000 was spent 
by communities and cities for recrea- 
tion purposes last year, indicating a 
steady growth in the public recreation 
movement during 1930, according to 
the annual report of the National Re- 
creation Association. 

Last year 980 cities reported recrea- 
tion facilities and programs, compared 
with 945 in 1929. For 573 cities re- 
porting the total attendance of par. 
ticipants and spectators, the yearly or 
seasonal attendance at outdoor play- 
grounds was almost 207,000,000. In- 
door recreation centers in 146 cities re- 
porting drew 14,019,147 persons. These 
figures do not include the millions of 
people who used the regular athletic 
fields, bathing beaches, swimming 
pools, golf courses, summer camps, and 
other recreation areas. 


A total of 179 separate play areas 
and centers under leadership were 
open for the first time in 1930, accord- 
ing to the report of the Recreation As- 
sociation, bringing the total to 13,354. 
Included in this number are 7,667 out- 
door playgrounds, 2,066 indoor recrea- 
tion centers, and 642 recreation build- 
ings. 

More than 85 per cent of the money 
spent for these recreational facilities 
for which the source was reported was 
derived from municipal, county or other 
public bodies, about 11 per cent came 
from fees and charges, and only a 
little more than 4 per cent was ob- 
tained from private sources. 

An indication of the probable de- 
velopment at the present time or in the 
near future is given by the fact that 52 
cities donated land for recreation use 
during 1930, the estimated value of 48 
of the tracts being more than $1,550, 
000.—Domestic Commerce. 
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THE GEM 
Rainbow 


Mop Handle 


No. 9120—Send for a sample of the 
new mop handle packed in assorted 
colors of red, green and blue. The 
heads are decorated with contrasting 
colors that show up particularly well 
on display. 

These new Gem Line Rainbow Mop 
| Handles meet the demand of the 
modern housewife for color in her 
home. 










Combination 
Brush &Cloth 
Mop Handle 


No. 9124—This is a remarkable 
new Arcade Steel Head Mop 
Handle combining the principles of 
a cloth and brush mop. It is easy to 
fasten the brush or cloth mop by 
means of a tight spring lever. The 
head, being of steel instead of iron 
is non-breakable and capable of 
withstanding heavy pressure. 


$a 





Samples are now ready 


| Order from 
Your Jobber, 


ARUADE "2"739's 


ARCA Je] MANUFACTURING co. 





FR | PORT, ILLINOIS 
BRANCH OFFICES | 
New York | REPRESENTATIVES 
aS =— J. T. Rowntree, Inc. 
6146 Wasien St. | San Francisco Portland Salt Lake City 
Chicago } Los Angeles Seattle Denver 
Merchandise Mart 
—. So a | Boston Dallas 
il A. T. Otis D. ©. Otstott, Ine. 


6607 = Bonita 


111 Summer St. Santa Fe Bldg. 
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RIM NIGHT 
LATCH No. 3517 


Some customers do not want a 
large night latch! Eagle No. 3517 
meets this requirement perfectly 
as it measures only 3144 x 2 
inches. For dependability, good 
looks and moderate price you can 
sell nothing better than _ this 
number. 


EAGLE No. 3517 


. Finely finished wrought steel case, black 
japanned. 

2. Solid brass bolt and attractive solid 
brass knob. 

3. Full size five pin tumbler brass cylinder 

with three milled German silver keys. 


_ 


The Eagle Quality Line 


Night Latches Store Door Sets 

Trunk Locks Padlocks 

Front Door Sets Wood Screws 

Cabinet Locks Stove Bolts 
Machine Screws 


pte SGX. co, 


26 Warren Street - Ww 7 York, 


Branch Offices: 
521 Commerce St. 177-179N.FranklinSt. 114 Bedford St 
Philadelphia, Pa. Chicago, Ill. Boston, Mas 
Works at Terryville, Conn. 
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Goes te Bat for Quality Paint (Continued from page 21) 


nothing, friend, I can sell you 
that grade of stuff for 98 cents a 
gallon. Why pay $1 or $1.10. 
I don’t want to sell it to anybody, 
but I do keep a few gallons of 
it around just to satisfy a few 
fellows like you.’” 

Mr. Johnson’s aggressive 
method of going after the paint 


business sells a lot of paint for 
the store. He loses no oppor- 
tunity to advertise paint in his 
various ads locally, and takes 
every legitimate excuse for dress- 
ing up a paint window to attract 
attention. 

“There is so much humbug 
worked around the paint business 





today by some of the radio an- 
nouncers and the chain stores 
and mail-order houses,” said 
Mr. Johnson, “that I take delight 
in going to bat with them and 
beating them out in the race for 
my share of the paint business in 
my own community.” Try John- 
son’s method. 





The unusually attractive paint department in the Martin Hardware Co., Mansfield, Ohio, makes a powerful appeal for the 

attention of store visitors. The paint section alone, excluding the store’s display of varnishes and similar products, occu- 

pies a linear space of fifty feet comprising sixteen sections. Cleanliness and orderly arrangement of a comprehensive stock 
have played an important part in creating an exceptionally good effect. 





Customer Control System Reperted Effective 


CUSTOMER-CONTROL system used by a 

large Chicago store has made possible the 
doubling of the number of charge-account customers 
patronizing two or more departments, in an 18-month 
period, according to the Retail Ledger.. In the 
summer of 1929 this store analyzed the buying 
habits of its charge-account customers and found 
that approximately 64 per cent of those who had 
made purchases in their store during the previous 
year had bought in only one department. By in- 
telligent use of their customer-control system they 
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found it possible to get more than 76 per cent of 
the customers to buy in two or more departments. 

The chart below reveals the effectiveness of utiliz- 
ing the customer-control system to get the customers 
trading in several departments. 


Bought in Spring, 1929 Fall, 1929 Spring, 1930 Fall, 1930 
1 Department only ... 64.1% 54.7% 28.50% 23.60% 
2 Departments ....... 26.0 31.7 37.65 37.75 
3 Departments ....... 8.0 10.7 21.05 21.50 
4 Departments ... . & 2.3 8.80 11.50 
5 Departments ..... 1.1 5.0 3.20 3.75 
6 Departments . none 1.0 75 1.50 
7 Departments . none none 05 25 
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gimlet points --— 
good starting points | 


HE sharp gimlet points of American 
Screws make good starting points for 
any job on which these screws are used. 


And after American Screws are started, 
their true running threads take hold 
while their slots stand the strain of the 
pressure the customer’s screw driver 
puts on them. 


| 

| 
Nearly a hundred years’ experience is | 
perhaps the chief reason for the truth | 
of our slogan: | 
| 

| 


You can do any job better with —_ 
American Screws FI 3 
Your Jobber can supply you eS 6" 
WOOD TIRE STOVE MACHINE 
SCREWS BOLTS BOLTS SCREWS 





AMERICAN SCREW CO | 


PROVIDENCE,R.I..U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH ST.CHICAGO. ILL. 


Put lt Together With Screws - 
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GRIFFIN HINGES 


ictal mami eeamee ea 


Size of Buitt— 334 x 344 In. 


N lovely homes 


where details mean so much 


HINGES 


are found--because they com- 










bine sturdy, practical quality 
with precise uniformity and 


superior finish. 


ERIE, PENNSYLVANIA 








Branch Offices:- 


NEW YORK: 45 Warren Sr. 
CHICAGO: 162 N. CLINTON Sr. 


BOSTON: 113 PURCHASE Sr. 
SAN FRANCISCO: 703 Marker Sr, 
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Bie PIPE | 
WRENCHES 


even feel different—better 
designs, better materials, 
better balanced ... . 


Once in the customer's hand, these wrenches 
are half sold—they even feel different. There 
are 10 improved features on the all-steel 
pipe wrench alone, including: No Cast 
frame or nut housing, a coil spring, an 
improved self-cleaning action and replace- 
able tool steel lower jaw. 


Jaws of ARMSTRONG BROS. Chain Wrenches 
have forged-in lugs that prevent the chains 
from jamming. Even the handles are drop 
forged steel, have both stiffness and spring. 
The chains are proof tested to two-thirds 
catalog strength (1,200 Ibs. to 40,000 Ibs.) 


These are wrenches that can be sold, that 
can't be successfully imitated. They stand 
up, and make friends for your store. 


These wrenches carry the Arm-and-Hammer 
Trade Mark=—the recognized mark of the 
“Better Pipe Tools.” 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Francisco Ave., Chicago, U.S.A. 


aie 
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Write for Catalog B-27, 
176 pages of Quality Tools 
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The Current Press 


(Continued from page 21) 


proposed. Judging by what I 
read, the next era into which we 
are going will be the great 
American taxation era. 
‘Se 


It has always been my ambi- 
tion, when I finish my business 
career, to buy one of these New 
England fishing schooners, fix it 
up so it can be comfortably lived 
on, get three or four real salt sea 
sailors and set sail for all the 
islands I have ever wished to see. 
Take nothing with me but the 
absolute necessities, lots of 
books, a pipe and some tobacco, 
and loaf away my remaining 
years, away from taxes, tele- 
phones, promotors, bankers, law- 
yers, accountants, constant inter- 
ruptions in one’s work, and all 
the complications of this modern 
life. Possibly under such cir- 
cumstances one might write 
something really worth while. 

I have just read an interesting 
article in the Atlantic Monthly, 


written by Doctor Ritter of Ber- 
lin. He and a lady friend be- 
came tired of civilization, so they 
packed up necessities only and 


* set sail for the Galapagos. They 


selected an island without any 
other human inhabitants, and 
went to housekeeping. 

Doctor Ritter states they took 
no luxuries with them, only ab- 
solute necessities. He evidently 
considers his lady friend as a 
necessity, not a luxury. 

He states that when they built 
their house and settled down, 
they found their most disagree- 
able neighbors were the wild 
asses. There is something fa- 
miliar about this. Even in a 
desolate and unnamed island 
among the Galapagos we meet 
the sons of the wild ass. 

Doctor Ritter’s articles are 
continued. We are looking for- 
ward to the next article to see 
what he did to the asses, or what 
the asses did to him. 





Kaolin Minerals Essential in Porcelain 
and Chinaware 


ter kaolin minerals make up 
only one group of the clay- 
forming materials, but they are 
among the most valuable ones com- 
mercially. Kaolin is the essential 
material for the manufacture of por- 
celain, chinaware, and most of the 
higher grades of pottery; it is an 
abundant constituent of the products 
of rock weathering and soils; and it 
is associated with certain types of 
mineral deposits. For these reasons 
the characteristics and properties of 
the kaolin minerals are of interest to 
workers in widely varying fields. 
The results of a detailed study of 
these minerals have just been pub- 
lished by the United States Geologi- 
cal Survey, Department of the In- 
terior, in Professional Paper 165-E. 
The clay materials are exceedingly 
fine grained and so have presented 
unusual difficulties to systematic 
study; but the specialists of the 
Geological Survey have found that 


even these materials are truly crys- 
talline and can be studied by recent- 
ly perfected scientific methods. The 
X-ray method of studying crystalline 
powders and refined microscopic 
technique, together with chemical 
analyses and the reactions to heat, 
have been successfully applied to 
these materials, and the results are 
presented in this paper. The paper 
gives the distinctive properties of the 
kaolin minerals, describes their 
means of identification, and clears up 
the difficult problem of the mineral- 
ogical nomenclature of this group. 
The discussion of the mode of origin 
of the different minerals will interest 
students of soils as well as those de- 
siring to interpret the origin of vari- 
ous types of mineral deposits. A 
copy of this paper may be obtained 
from the Superintendent of Docu- 
ments, Washington, D. C., for 15 


cents. 
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HE National Lead Co. has 
called the attention of its 
customers to the fact that 
calculating linseed oil prices on 
a 71/,-Ib. basis to the gallon may 
result in a loss of 2c. per gallon 
at current quotations. The com- 
pany advises its customers that a 
measured gallon of linseed oil 


Inaccurate Figures May Result in Losing 
2e. per Galion on Linseed Oil 


weighs approximately 734 lb., 
and recommends that dealers 
base their cost and selling prices 
upon that weight. The accom- 
panying chart makes it an easy 
matter for the merchant to accu- 
rately determine cost per meas- 
ured gallon and is convenient in 
arriving at a selling price. 


LINSEED OIL PRICE EQUIVALENT CHART 


A measured gallon of linseed oil is approximately 7% pounds. 
The equivalents shown below are on this basis. (7%4-pound gallon.) 


Price per Price per 
Pound Gallon Pound Gallon 
$0.05 388 $0.09 698 

051 395 .091 -705 
052 403 .092 .713 
.053 11 .09 stat 
.054 419 .094 .729 
055 426 095 .736 
.056 434 .096 .744 
057 442 .097 52 
.058 450 .098 .76 

059 457 .099 767 
.06 465 10 tid 
.061 473 101 .783 
.062 481 -102 791 
.063 488 103 -798 
064 496 104 806 
065 504 105 814 
.066 512 106 822 
.067 519 107 829 
.068 527 108 837 
.069 535 109 845 
07 543 Bh - 853 
.071 a Att 86 

072 558 112 868 
.073 566 113 .876 
074 574 114 884 
075 581 115 891 
076 589 ‘116 899 
.077 597 aay .907 
.078 605 118 915 
079 612 119 .922 
.08 62 RB 93 

.681 .628 121 .938 
082 636 122 .946 
.083 643 .123 953 
.084 651 124 .961 
.085 659 125 -969 
.086 .667 126 977 
.087 674 127 .984 
.088 .682 .128 .992 
089 69 .129 1,00 


Price per Price per 
Pound Gallon Pound Gallon 
$0.13 1.008 $0.17 1.318 

131 1.015 171 1.325 
132 1.023 172 1.333 
.133 1.031 ais 1.341 
134 1.039 174 1.349 
.135 1,046 175 1.356 
136 1.054 .176 1.364 
.137 1.062 ate 1.372 
.138 1.07 178 1.38 

.139 1.077 179 1.387 
14 1.085 18 1.395 
141 1,093 181 1.403 
142 1.101 182 1.411 
143 1.108 183 1.418 
144 1.116 .184 1.426 
145 1.124 185 1.434 
146 1.132 186 1.442 
147 1.139 .187 1.449 
148 1.147 .188 1.457 
149 1.155 189 1.465 
dS 1.163 19 1.473 
15k 1.17 191 1.48 

152 1.178 192 1.488 
153 1.186 193 1.496 
154 1.194 194 1.504 
155 1.201 195 1.511 
156 1.209 196 1.519 
157 1.217 197 L527 
158 1.225 .198 1.535 
159 1.232 .199 1.542 
16 1.24 .20 1.55 

161 1.248 .201 1,558 
162 1.256 .202 1.566 
.163 1.263 .203 1.573 
164 1.271 .204 1.581 
165 1.279 .205 1.589 
.166 1.287 .206 1.597 
.167 1.294 .207 1.604 
.168 1.302 .208 1.612 
1459 13t .20 1.62 


9 
—Courtesy National Lead Co. 





Thirteen Ways of Educating Retail 


HE more generally used forms 
of educational effort employed 
by manufacturers to help their re- 
tailers increase sales and sales effi- 
ciency, according to Printers’ Ink, 
are as follows: 
1. Publication advertising, contain- 
ing educational matter addressed 
to retail salespeople. 
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Salespeople 


2. Direct mail campaigns, consist- 
ing of educational pieces sent di- 
rect to names of retailers’ sales 


force. 
3. Personal correspondence between 
manufacturer’s sales manager 


and retail salespeople. 
4. Weekly or monthly letter sent to 
all salespeople on list, including 








World’s 
Greatest Combination 
of Protective Features 


Secret 
@,.:-.% 
SeEPrVICe 


BRASS CYLINDER 
PIN TUMBLER 


Laminated Steel Padlock 


. (MASTER 








Retails for only $12 
Your Jobber has them—ORDER NOW! 
MASTER LOCK CO., Milwaukee 


World’s Largest Padlock Manufacturers 


Mlatsitetrs 
Qacllocls 


DY) 
NY P The only Genuine laminated 
oy, it’s Patented *> | 

















KE KEES Set 


PROFIT MAKING 


HARDWARE SPECIALTIES 











Kees FRost KLEERER 
Makes Winter Driving Safe 


Keeps windshield clear of frost, ice 
and snow. Transparent back offers 
uno b structed 
view even un- 
der _ severest 
@ conditions. 


Aluminum 
frame, _ nich- 
rome. resis- 
tance wire. 














Easily and 
quickly in- 
' stalled. 


Liberal Profit to Dealers 


Popular price to user. Liberal profit to 
dealer. Unlimited demand. No. 1206 has 
wire and switch. No. 1206F has plug for 
Fords and other cars with cowl light socket. 
Write for Literature and Prices. 











F. D. KEES MFG. CO. 
BEATRICE, NEBR. 

















PLEASE 


send copy and cuts 
for your advertise- 
ment to appear in the 
Jobbers’ Convention 
Number of Hardware 
Age published Oct. 29 
so that we will receive 
the complete material 
on or before the clos- 
ing date of final ad- 
vertising forms 


October 
20 








selling ideas on line and personal 


| salesmanship, as well as general 





subjects. 

. Weekly . or monthly _ bulletin, 
processed or printed, with sales 
information impersonally _pre- 
sented. 

6. Dealer magazines with page or 
department set apart for present- 
ing educational matter to retail 
salespeople. 

7. Retail sales manual, with classi- 
fied arrangement of all sales 
data. 

8. “Canned” sales talks for the use 
of retail salespeople. 

9. Correspondence course; a divi- 
sion of educational matter into 
separate lessons, with written ex- 
amination after each. 


wn 





10. Sales contests for best sales ideas 
or descriptions, requiring certain 
amount of study of line. 


11. Trips to the factory by individual 
salespeople on their own time or 
as a reward for good work, or at 
manufacturer’s expense, to at- 
tend factory class. 


12. Talks to retail clerks by manu- 
facturer’s salesmen and staging 
of demonstrations or demonstra- 
tion sales. 


13. Lectures with slides or motion 
pictures, presented by traveling 
salesmen or special factory rep- 
resentatives, or sent out for pres- 
entation by the retailer to his 
sales force. 








Lansinc, Micu.: Who makes Sero 
liquid belt dressing ?—Schaberg- 
Dietrich Hardware Co. 

ANSWER: Sero Specialty Co., 
2869 E. 84th St., Cleveland, Ohio. 


* * * 


TayLor, Tex.: Who makes the 
Vita cooker?—Ira A. Prewitt Hard- 
ware Co. 

ANSWER: Holtum Mfg. Co., 
Freeport, Ill. 

ke * * 

New Britain, Conn.: Who makes 
oil burners for kitchen ranges? Also 
advise where information concerning 
Delco light systems may be obtained. 
—Kolodney Bros. Hardware Co. 

ANSWER: (1) The list as it ap- 





pears in the Hardware Age Catalog 
| for Hardware Buyers was provided. 


| (2) Delco Light Co., Dayton, Ohio. 


Who 


Makes It? 


Information regarding sources of supply 
as provided readers of HARDWARE AGE 
by its Buyer’s Catalog Department is 
here presented as an aid to others in 
the trade who may be seeking the same 
articles. The inquiries reproduced have 
been selected because of their general 
interest to hardware merchants and 
buyers 


Newport News, Va.: Who makes 
rigid step ladders?—Rosenbaum 
Hardware Co. 

ANSWER: Step ladders bearing 
the trade name Rid-Jid are made by 
the J. R. Clark Co., 2nd Ave. N. & 
Aldrich St., Minneapolis, Minn. 


* * * 


Bristow, OKLA.: Where can re- 
pairs for a 114 h.p. Hercules gaso- 
line engine be secyred?—Stone 
Hardware Co., Inc. 

ANSWER: Hercules Products Di- 
vision, Servel Mfg. Co., Evansville, 
Ind. 

* * * 

Sturcis, Micu.: Who makes the 
Challenger lawn mower?—Classen 
Hardware. 

ANSWER: Reading Hardware Co., 
Reading, Pa. 
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Dayton, Onto: Where can we 
secure the Ruppmann door holder? 
—The Kramer Hardware Co. 
ANSWER: This product is dis- 
tributed by C. E. L. Hatch, 551 
Bullitt Bldg., Philadelphia, Pa. 


* * * 


New Britain, Conn.: Who makes 
a pole tree trimmer, which operates 
by rope instead of wire that can be 
fitted with any size handle?—Rack- 
liffe Bros. Co., Inc. 

ANSWER: Henry Disston & Sons, 
Inc., Philadelphia, Pa.; Seymour 
Smith & Son, Inc., Oakville, Conn., 
and Bartlett Mfg. Co., 434 E. La- 
fayette St., Detroit, Mich. 


* * *% 


Los ANGELES, CAL.: Who makes 
Tumbler’s auto cleaner and polish? 
—E. L. Eckenrode. 

ANSWER: J. A. Tumbler’s Lab., 
423 Hanover St., Baltimore, Md. 


* * * 


Mitton, Pa.: Who makes Hicarbo 
coal scoops?—Broadway Hardware 
Store. 

ANSWER: H. B. Sackett Screen 
& Chute Co., 1685 Elston Ave., Chi- 
cago, Ill. 


* * * 


Bounp Brook, N. J.: Where can 
we purchase quart, half-gallon and 
gallon tin cans for use as containers 
for turpentine, linseed oil, etc.?— 
Santomen Bros. 

ANSWER: American Can Co., 
120 Broadway, New York, N. Y. 


* * * 


QueEBEc, CANADA: Where can we 
procure Andrews cushion glides for 
furniture?—The Chinic Hardware 
Co. 

ANSWER: Domes of Silence, Inc., 
35 Pearl St., New York, N. Y. 


Reaffirm Simplified Practice 
on Ice Skate Sizes 


The Bureau of Standards of the De- 
partment of Commerce has announced 
that the Standing Committee has re- 
affirmed the existing schedule, pertain- 
ing to the simplified practice recom- 
mendation on ice skate sizes, for the 
ensuing year. 

In conjunction with the announce- 
ment, Alexander B. Galt, of the Bureau 
of Standards, congratulated the ice 
skate industry on the success of its 
waste elimination effort thus far and 
urged a continuance of active support. 
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New Uses | 
For Dazey Churns 


pe 
sportuntiests Jobbers* Dealers 
Theyre Wonderful for 


MIXING PAINT, LACQUER 
PASTE & CHEMICALS x4 


Thousands of Dazey churns are now in 

use by painters, paper-hangers, chem- 

ists, manufacturers of patent medicines, 

beauty lotions and preparations of all 

kinds that require emulsifying. You 

can recommend them as the best mix- 
ers of liquids on the market. 


PUT DAZEY CHURNS ON DISPLAY 
IN YOUR PAINT DEPARTMENT 


Order from Your Jobber 
Dazey Churn & Manufacturing Co. &” 




























Saint Louis, Mo. is 








ON THE OUTSIDE 
LOOKING IN— 


Even the inquisitive youngster with 
snub nose pressed against your window 
is a prospect for a pair of skates or a 
camp axe. 

The commuter, the farmer, the house- 
wife, all who pass your windows judge 
you and your merchandise by your 
window displays. 


leas, 


“Business goes where it is invited—,” 
and you will find the window display 
ideas appearing constantly in HARD- 
WARE AGE of great assistance. 
Don’t neglect your best invitation to 
new and increased business. 
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ERE’S a Wall Brush that is not 
cheapened with short hair, in- 
ferior mixtures or poor workman- 
ship. 
The bristles are the kind good 
painters and decorators like to see 
and feel on the business end of a 
wall brush. 


Excelsior Brushes spread satisfac- 
tion and are profitable sellers for 
these reasons. 


Write your jobber for prices. 


SP xcéisioR< 


Made by Edward E. Robinson 
347 West Broadway, New York City 


























STEEL BE 


S- 
S 


Distinctive 
Among 
Belt Lacings 


Only Alligacor Steel Belt Lacing 
combines the features of (1) a 
smooth, flexible, rocking joint (2) great surplus strength (3) 
preservation of the belt ends and (4) easy, rapid application 
with a hammer asthe only cool. It compresses the belt end in 
a powerful vise-like grip. No holes to punch. Often lasts the 
full life of the bele. Suicable for all types of belting. Eleven 
sizes. Made alsoin Monel Metal. Order through your jobber. 
FLEXIBLE STEEL LACING COMPANY 
4616 Lexington Street Chicago, Illinois 
In England at 135 Finsbury 
Pavement, London, E. C. 








A young lawyer, pleading 
his first case, had been re- 
tained by a farmer to prose- 
cute a claim against a railroad 
for killing twenty-four hogs. 
He wanted to impress the jury 
with the magnitude of the 
damage. 

“Twenty-four hogs, gentle- 
men, twenty-four—twice the 
number there are in the jury 
box.” 


An Englishman, according 
to popular legend, gets three 
laughs from a joke—first, 
when the joke is told; sec- 
ond, when it is explained to 
him, and third, when he un- 
derstands it. The Frenchman 
gets only the first two—he 
never sees the point. The Ger- 
man gets one—he won’t wait 
for an explanation. And the 
American gets none at all, be- 
cause he’s heard the joke 
before. 


Customer (at riding aca- 
demy): “I want a saddle 
horse.” 

Riding Master: “What kind 
of a saddle do you want, En- 
glish or Mexican?” 

Customer: “What’s the dif- 
ference?” 

Riding Master: “English 
saddles are perfectly plain, 
and the Mexican have a horn.” 

Customer: “Give me one 
with a horn. I’m not used to 
the traffic.” 


Tourist (in village store) : 
“What have you got in the 
shape of automobile tires?” 

Saleslady: “Funeral wreaths, 
life preservers, invalid cush- 
ions and doughnuts.” 





“Not a day passes but my 
wife shows her incompati- 
bility.” 

“Isn’t it a crime the way 
women dress these days?” 








TICKERS 


Compiled by 


Justin PHuNN 


Social Worker: “What is 
your name, my man?” 

Convict: “No. 888.” 

S. W.: “Oh, but that’s not 
your real name.” 

Conviet: “No—just my pen 
name.” 





A banker in a small Iowa 
community was approached by 
a printer on the subject of a 
loan. The banker was one of 
those “commercially deaf” in- 
dividuals. 

“I'd like to borrow $5,000,” 
pleaded the printer. 

The banker cupped his hand 
behind his ear. 

“Speak a little louder,” he 
said, “and cut down the 
amount.” 

“T seem to have run out of 
gas,” he muttered, “here’s 
where I do some fast work.” 

The girl’s face, small and 
white, was turned up to his, 
her eyes glowing dizzily from 
beneath heavy lids. Her head 
swam. Her red lips were 
parted and she sighed faintly. 

Slowly he bent over her. He 
was her dentist. 








“Oh, Herman, do you realize 
it’s almost a year since our 
honeymoon, and that glorious 
day we spent on the sands. 
I wonder how we'll spend this 
one?” 

“On the rocks!” 





First Clubman: “After all, 
if it wasn’t for our wives 
would either of us be where 
we are now?” 

Second Clubman: “Quite 
right. Isn’t that what clubs 
are for?” 





Indictment of Al Capone 
for evasion of income tax laws 
reminds us of the old story 
about the youngster who ex- 
claimed, “Ain’t that a hell of 
a big elephant!” and was re- 
buked by his mother for say- 
ing “ain’t.” 
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AINGCO BRAND 
CHROMIUM FINISH BATH ROOM FIXTURES 





No. 3168 


Many dealers are increasing sales by offering Enduring Chromium 
Plated Bath Room Fixtures (all made from solid brass). 
Write for copy of Chromium Folder “XA” which illustrates our 


entire Chromium Finish line. 
MADE BY 


AMERICAN RING COMPANY 
WATERBURY, CONN. 


SALES OFFICES WE MAKE ALSO 
EYELETS—GROMMETS 
RENIN ax 5-05 0iis.10.5 e'elajs'o 90.6 sie 170 Summer St. FERRULES—-BRASS CASTINGS 
NEW YORK i 6 oe e' ee @ O86 6 68 0 6K OE EES 2 Hudson St. UPHOLSTERER’S NAILS 
CHICAGO. ..... cc ccccccccvees 29 E. Madison St. FURNITURE HARDWARE 
LOS ANGELES............. 1226 Crenshaw Blvd. SPECIAL BRASS GOODS TO ORDER 




















Stock 
and Profit with 


GeB “i THERE’S PROFIT IN DOORS THAT NEED 
Ou ILCO KEY- BLANKS 
Product os , 
€ And there’s a reason for that 


OO profit! ILCO has put its entire 
on resources into encouraging the 
key-cutting business. Branch 

offices located at strategic 

trade centres throughout the 

country bring you unequalled 

ILCO service. Continuous study 

is given to ILCO products to 

maintain their high quality. 

ILCO is accepted everywhere 

as standard because of its guar- 

UGH anteed quality, its reasonable 

DARK price range and the prompt 

See ee ae service it offers. It will pay 


REFERENCE= outa = of QUALITY : ‘ 
P Sant ch Le calehd ar ao CAF os pur @ daa ~. you to investigate the oppor- 


The Gilbert & Bennett Mfg. Co. ~ WQ.stunity offered by ILCO key- 


WIRE CLOTH. NETTI 1G i FENCING blanks. Act now! 
Galvanized Steel Wire Cloth is all Meshes cand Lauges “ 
New York City Georgetown, Conn. Leow FITCHBURG 
ae INDEPENDENT LOCK COMPANY sassacuusetts 


Moet [cot pM 


LOOK FOR THE “GB” LABEL - - YOUR PROTECTION AGAINST SUBSTITUTION 
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Every 
smudge— 
every whiff 
of gas or 
smoke from 
the furnaces 
in the 
buildings of 
your city mean 
demand 

for PECORA 
FURNACE 
CEMENT. 








By that 
much 

the sales total 
of some live 
retailer 

is increased. 


Write us 
for special 
offer. 


Pecora Paint Co. 
4th St. and Glenwood Ave., Philadelphia, Pa. 
Established 1862, by Smith Bowen 








LOW PRICED 
FOR HOME NEEDS 





TURNER ' 
BLOTORCH 


A new, higher quality and lower priced 
blotorch, made by Turner, is enough informa- 
tion for any hardware dealer to put that item 
in his stock. The No. 30-A Turner is built 
especially to give the occasional blow torch 
user finer blow torch performance than ever 
before. Its price is extremely attractive. Ask 
_ jobber for complete information or write 

irect. 








¢ [HE TURNER BRASSWoRK  ) 


Sycamore, Ill. U.S.A. 








STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIR- 
CULATION, ETC., REQUIRED BY THE ACT OF 
CONGRESS OF AUGUST 24, 1912. 


Of HARDWARE AGE, published weekly at New York, N. Y., 
for Oct. 1, 1931. 


State of New York, County of New York, ss. 


Before me, a Notary Public in and for the State and county 
aforesaid, personally appeared E. P. Beebe, who, having been 
duly sworn according to law, deposes and says that he is the 
Assistant Treasurer of the Iron Age Publishing Co., Publisher 
HARDWARE AGE, and that the following is, to the best of 
his knowledge and belief, a true statement (and if a daily paper, 
the circulation), etc., of the aforesaid publication for the date 
shown in the above caption, required by the Act of Aug. 24, 1912, 
embodied in section 411, Postal Laws and Regulations, printed 
on the reverse of this form, to wit: 

1. That the names and addresses of the publisher, editor, man- 
aging editor, and business managers are: Publisher, Iron Age 
Publishing Co., 239 W. 39th St., N. Y. C.; Editor, Llew S. Soule, 
239 W. 39th St., N. Y. C.; Managing Editor, Charles J. Heale, 
239 W. 39th St., N. Y. C.; Business Manager, Geo. H. Griffiths 
239 W. 39th St., N. Y. C. 

2. That the owner is: (If owned by a corporation, its name an@ 
address must be stated and also immediately thereunder the 
names and addresses of stockholders owning or holding one per 
cent or more of total amount of stock. If not owned by a corpora- 
tion, the names and addresses of the individual owners must be 
given. If owned by a firm, company, or other unincorporated 
concern, its name and address, as well as those of each individual 
member must be given.) United Business Publishers Corporation, 
Inc., 239 W. 39th St., N. Y. C. . 

Stockholders of United Publishers Corporation owning in excess 
of 1 per cent: United Business Publishers, Inc., 239 est 39th 
Street, New York, N. Y. 

Stockholders of United Business Publishers, Inc., owning in 
excess of 1 per cent: C. S. Baur, Flushing, L. I., N. Y.; George 
H. Buzby, Philadelphia, Pa.; Anna B. Frank, Pleasantville, N. Y.; 
Fritz J. Frank, Pleasantville, N. Y.; Lee-Higginson & Co., (Part- 
nership), New York, N. Y.; C. A. Musselman, Philadelphia, Pa. ; 
A. C. Pearson, Montclair, N. J.; Lelia C. Pearson, Montclair, N. J.; 
Frederic C. Stevens, 325 West End Ave., New York, N. Y.; 
Frederic C. Stevens Co., 23 Prospect Terrace, Montclair, N. J. 

Note (A)—Stockholders of Frederic C. Stevens Co.: Velma S. 
Stevens, 325 West End Ave., New York, N. Y.; F. C. Stevens, Jr., 
325 West End Ave., New York, N. Y.; Velma I. Stevens, 325 West 
End Ave., New York, N. Y.; Frederic C. Stevens, 325 West End 
Ave., New York, N. Y.; Ruth S. Kane, Montclair, N. J. 

3. That the known bondholders, mortgagees, and other security 
holders owning or holding 1 per cent or more of total amount of 
bonds, mortgages, or other securities are: (If there are none, so 
state). None. - 

4. That the two paragraphs next above, giving the names of 
the owners, stockholders, and security holders, of any, contain not 
only the list of stockholders and security holders as they appear 
upon the books of the company but also, in cases where the 
stockholder or security holder appears upon the books of the 
company as trustee or in anv other fiduciary relation, the name 
of the person or cérporation for whom such trustee is acting, is 
given; also that the said two paragraphs contain statements em- 
bracing affiant’s full knowledge ar” belief as to the circumstances 
and conditions under which stockholders and security holders 
who do not appear upon the books of the company as trustees, 
hold stock and securities in a capacity other than that of a bona 
fide owner; and this affiant has no reason to believe that any 
other person, association, or corporation has any interest direct 
or indirect in the said stock, bonds, or other securities than as 
so stated by him. 

E. P. BEEBE, Assistant Treasurer. 


Sworn to and subscribed before me this 2nd day of October, 
[SEAL] Julia C. H. Allen, Notary Public, New York County. 
Julia C. H. Allen, Notary Public, New York County, Clerk’s 
No. 170, Register No. 2A-131. 
(My commission expires March 30, 1932.) 
‘ 





Machinists 
Screw Driver 

This is a heavy duty screw driver offered by The Stanley 
Rule & Level Plant, New Britain, Conn., for machinists and 
auto mechanics. Blade is made with a square shank so that 
it can be gripped with a wrench when turning stubborn 





screws. The hardwood handle is extra large in diameter, 
providing a good hand hold and added leverage. Like the 
other Stanley “Hurwood” screw drivers, the blade, shank and 
head are formed from one piece of steel. Blade is per- 
manently anchored in the handle by two projecting wings on 
the head and by a heavy pin that goes through the ferrule, 
handle and shank. These screw drivers are available in four 
sizes, 24%, 31%, 4% and 5% inch blades. 
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Customers 


FAULTLESS 
CASTERS 


Your 





KNOW 


and 








PIVOT BEARING 


New York High Point, N. C. BALL BEARING 

Chicago GRIP NECK 

Grand Rapids Dentin tiie TRUCK CASTERS 
FAULTLESS * CASTERS a INSTITUTION CASTERS 

Los Angeles EVANSVILLE, INDIANA Stratford, Ontario A COMPLETE LINE 











IT’S NOT TOO SOON 


to begin thinking about Eveready Elec- 
tric Candles and Eveready Wallites for 
the Christmas trade. 


Last year, the Candles sold so fast that 
stocks were quickly exhausted. 








LAM 


& SESSIONS CO. 


CLEVELAND, OHiO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 














“TIVES” Patent Ventilating Lock 





Showing Window 


Showing Window 
Closed. Open. 


Manufacturers of 


“Quality Hardware Since 1876” 
Window and Door Specialties 


Tue H. B. Ives Co. 
New Haven, Conn., U. S. A. 














NO SPECIFICATION 
sounder CAN BE MADE 


Those who specify Sargent Hardware have come to 
consider it—not merely as equipment of the required 
high quality—but as an additional means of express- 
ing true character in decoration. Sargent & Company, 
New Haven, Conn., New York, Chicago. Belleville- 
Sargent & Co., Ltd., Belleville, Ontario, Canada. 


SARGENT 


LOCKS AND HARDWARE 




















Stop in 


We will be glad to help you 
with your sales problems. 


Hardware Age, 


239 W. 39th Se, 
New York City 








WICKWIRE BROTHERS 
GRAY-WICK WIRE CLOTH 


Popular seller. Wire is drawn from Open 
Hearth Copper Bearing Steel % gauge 
OVERSIZE. Resists rust better than or- 
dinary steel wire. 


We control every operation. Electro Plating 
is of 8 to 10% Zinc Coating, heavily enameled 
—a double protection against corrosion. 18 
to 48 in. widths, double selvage. Ask your 
Jobber. 


CKhYyrTin 
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REAL FILE VALUE 
is represented by the 
NICHOLSON 
and 
BLACK DIAMOND BRANDS 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S. A. 





























cHOLs, ie 
s Se% A FILE p 
USA. — gee” 
ve EVERY we 
Providence Factory PURPOSE Philadelphia Factory 


NICHOLSON FILE CO. G. & H. BARNETT CO. 








Wanted This Month 


in every home, the attractive 
Moore Decorative Fasteners 


will be found indispen- 
sable in holding the pretty 
curtain tie-backs. 


Six Colors 
Gilt Decorations 
Our Style U Dis- 
play — 48 ten cent 


blocks — will bring 
quick profits. 


Ask your jobber. 



















SPEED UP 
‘| SALES 


Allith 


ROLLING LADDERS 


like Allith hangers—are always on the 
track. They speed up sales by reducing 
the time needed for each sale. They are 
attractive, durable, roll quietly and run 
freely. Your post card will bring prices 
and information by first mail. 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 



























































BRUSH-NU COMPANY , *L. 


(tmp) 
BALTIMORE MARYLAND (cs : 





















Convention Calendar 


AMERICAN ASSOCIATION OF MasTER Locksmi1THs, Fourth 
Annual Convention, Hotel Stevens, Chicago, IIl., Nov. 2, 
1931. J. Y. Goltz, secretary Chicago Chapter, 2539 Mil- 
waukee Avenue, Chicago, III.; Walter S. Orrell, secretary 
Grand Lodge, 206 Pearl Street, New York City. 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
ConvENTION, New Palmer House, Chicago, IIl., Oct. 19, 
20, 21, 22, 1931. Charles F. Rockwell, secretary-treasurer, 
342 Madison Avenue, New York City. 


CALIFORNIA ReTAIL HARDWARE AND IMPLEMENT As- 
SOCIATION CONVENTION AND ExHIBITION, Sacramento 
Memorial Auditorium, Sacramento, Feb. 9, 10, 11, 1932. 
LeRoy Smith, secretary, 112 Market Street, San Francisco. 


INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, State Fair Grounds, Indianapolis, Jan. 
26, 27, 28, 29, 1932. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Bldg., Indianapolis. 


Iowa RetTarL HarDWARE ASSOCIATION CONVENTION AND 
ExHIBITION, Des Moines, Feb. 9, 10, 11, 12, 1932. Con- 
vention sessions will be held at the Hotel Savery, and the 
hardware exhibit at the Des Moines Coliseum. Philip R. 
Jacobson, secretary, Iowa Hardware Building, Mason City. 


It~inois ReTat. HARDWARE ASSOCIATION CONVENTION 
AND ExuisiT. Headquarters and meetings, Hotel Sherman, 
Chicago, Jan. 12, 13, 14 and 15,1932. Exhibit at Mer- 
chandise Mart, Jan. 11 to 16. Paul M. Mulliken, manag- 
ing-director, 1141 Merchandise Mart, Chicago, III. 


Kentucky HarpwarE & IMPLEMENT ASSOCIATION Con- 
VENTION AND EXHIBITION, Seelbach Hotel, Louisville, Jan. 
19, 20, 21, 1932. J. M. Stone, secretary-treasurer, Room 
9, Seelbach Hotel, Louisville. 


MicHicaNn Retait HarpwarRE AssociATION CONVENTION 
AND EXHIBITION, Detroit, Feb. 2, 3, 4, 5, 1932. Harold 
Bervig, secretary, Marine City. 


Minnesota RetaiL HarpWaRE ASSOCIATION CONVEN- 
TION, New Auditorium, St. Paul, Jan. 26, 27, 28, 29, 1932. 
Chas. H. Casey, manager-treasurer, 2344 Nicollet Ave., 
Minneapolis. f 


Missourt Reta. Harpware AssociaTION CONVENTION 
AND ExuIBITION, New Hotel Jefferson, St. Louis, Feb. 16, 
17, 18, 1932. F. X. Becherer, secretary, 5106 North Broad- 
way, St. Louis. 


MouNTAIN STATES HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Denver, Col., June 18, 19, 20, 1932. 
Headquarters, Cosmopolitan Hotel. John T. Bartlett, sec- 
retary, 2005 Mapleton Ave., Boulder, Col. 


NATIONAL HARDWARE ASSOCIATION CONVENTION, New 
Palmer House, Chicago, IIl., Oct. 19, 20, 21, 22, 1931. 
George A. Fernley, secretary-treasurer, 505 Arch St., 
Philadelphia, Pa. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Omaha, Feb. 2, 3, 4, 5, 1932. Exhibition 
will be held at Omaha Auditorium. Headquarters, Paxton 
Hotel. George H. Dietz, secretary, 414-419 Little Bldg., 
Lincoln. 









HARDWARE ACE 






















New ENGLAND RETAIL HARDWARE DEALERS ASSOCIATION 
CONVENTION AND ExuIBiTION, Mechanics Building, Boston, 
March 2, 3, 4, 1932. Convention, Paul Revere Hall; Ex- 
hibition, Machinery Hall. Headquarters, Hotel Statler. 
George A. Fiel, secretary, 140 Federal St., Room 225, 
Boston, Mass. 


New York State Reta HarDwareE AssociATION Con- 
VENTION AND Exposition, Feb. 2, 3, 4, 5, 1932. Exposition 
will be held at Madison Square Garden; headquarters, 
Hotel Edison, Forty-seventh Street, west of Broadway. 
J. B. Foley, secretary, manager, 510 Hills Bldg., Syracuse. 


NortH Dakota RetTariL HARDWARE ASSOCIATION Con- 
VENTION AND EXHIBITION, Fargo, Feb. 10, 11, 12, 1932. 
C. N. Barnes, secretary, Grand Forks. 


Ou1o HarDWaRE ASSOCIATION CONVENTION AND EXHI- 
BITION, Columbus, Ohio, Feb. 16, 17, 18, 19, 1932. Head- 
quarters and meetings at the Deshler-Wallick Hotel. Ex- 
hibit will be held on the main floor of the New Audi- 
torium. James B. Carson, secretary-manager, 708 Winters 


Bank Bldg., Dayton. 


OKLAHOMA RetaiL HARDWARE AssOcIATION CONVEN- 
TION, Shrine Temple, Oklahoma City, date to be decided 
later. Charles F. Nelson, secretary, 207-208 Bloomfield 
Bldg., Oklahoma City. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE As- 
SOCIATION, INc., CONVENTION, Philadelphia Commercial 
Museum, Philadelphia, Feb. 9, 10, 11, 12, 1932. W. Glenn 
Pearce, managing director, Wesley Building, Philadel- 
phia. 


Soutu DaKkoTa RETAIL HarpwarE ASSOCIATION Con- 
VENTION, Sioux Falls, Feb. 2, 3, 4, 1932. Chas. H. Casey, 


manager-treasurer, 2344 Nicollet Ave., Minneapolis. 


SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, in conjunction with a Modern Home Show, 
Los Angeles, dates to be later decided. J. V. Guilfoyle, 
secretary, 420 E. 8th St., Los Angeles. 


Texas HARDWARE AND IMPLEMENT ASSOCIATION Con- 
VENTION, Gunter Hotel, San Antonio, Jan. 19, 20, 21, 
1932. Dan Scoates, secretary, College Station. 


West VircintA ReTarL HARDWARE ASSOCIATION Con- 
VENTION, Clarksburg, Jan. 19, 20, 21, 1932. H. B. 
Clower, secretary, Box 127, Oak Hill. 


WESTERN RETAIL IMPLEMENT AND HARDWARE ASSOCIA- 
TION CONVENTION AND HARDWARE SHow, Kansas City, 
Mo., Jan. 19, 20, 21, 1932. Headquarters, Hotel Balti- 
more. _ Convention sessions, Missouri Theatre; Hardware 
Show, Convention Hall. H. J. Hodge, secretary, Abilene, 
Kan. 


Wisconsin RetTart HARDWARE AssociATION CONVENTION 
AND EXHIBITION, Milwaukee Auditorium, Feb. 2, 3, 4, 5, 
1932. B. Christianson, secretary, Stevens Point. George 
W. Kornely, exhibit manager, 3374 North Green Bay 
Ave., Milwaukee. 
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Most imitated nozzle on 
Sy See the ee the 
poe ee oF Boston Nozzle. ever 

-BOSTO N equalled in quality. 
Simple. Substantial. 
Fastest seller anywhere. 
Each nozzle packed in 
separate carton. 12 car- 
ss, tons in full color 
~ a lithographed dis- 
é play packages. 


BOSTON 
NOZZLE 


| BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 





see — 





Moe’s Five Foot Wire Guard Feeder. Furnished with 
or without stand. One of the many popular items in 
Moe’s Big Line of Poultry Equipment. 

Write for new 72-page Catalog and Prices. 


HoEFT & COMPANY 


2305 Davis St. North Chicago, Il. 














Send for the New 


Trow & Holden 
Catalog 


Illustrating our com- 
plete line of 


Stone Working 
Tools 


Gladly sent upon re- 
quest. 


Trow & Holden 


Barre, Vermont 








FLASHLIGHTS 
AND BATTERIES 


A line of flashlights with plenty of sales 
features—batteries that do last longer—and a 
merchandising program that makes real sales. 





French Battery Company, Madison, Wisconsin 


General Sales Office: 20 North Wacker Drive, Chicago, Illinois 























CLASSIFIED ADVERTISING 
RATES 





Advertisements from unemployed 
accepted free of charge; inse 





word, ain fifty cents per insertion. 











Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 
tives Wanted” advertisements. 





Remittance Must Accompany Order 


Rare DISPLAY cine 








Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% off. 
Due to the special rate, these discounts do 








‘ * s Set Solid, Minimum of 5 lines...... $3.00 
ee yoy grime Each additional line.......... .. 60 se Se ee 
ox number address may be used. ante vertisements. 
All replies will be forwarded by us All Capitals, Minimum of 5 lines.... 4.00 HARDWARE AGE is published each Thursday. 
post paid. Each additional line........+++++ -80 Forms close Nine Days previous to date of 
i ° 

Positions ——— and Help Wanted adver- Average 10 words to a line emg oe ET 

Rate of one cent a Allow One Line for Keyed Address HARDWARE AGE, Classified Opportunities, 





239 West 39th St., New York City 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers 





POSITIONS WANTED 


POSITIONS WANTED 





TRAVELING SALESMAN, experienced and familiar with shelf hard- 
ware, tools, housewares, sporting goods, and cutlery, seeks permanent con- 
nection with reliable manufacturer or concern where ability and knowledge 
of the wholesale and retail trade counts. Has traveled middle western 
states from eastern Ohio to Nebraska. Is also good contact man and mer- 
chandiser, able to hold trade and to increase business. Salary not so 
important as future prospects. Address Mr. Charles J. Christian, 940 
Buena Park Terrace, Chicago, III. 


RETAIL HARDWARE MAN—15 years’ experience shelf and builders’ 
hardware, paints, tools, plumbing, electrical and factory supplies, would 
like to locate with a progressive dealer in or near New York City. Can 
assume entire responsibility in individual department or entire store. 
Expert knowledge of modern sales and merchandise methods and can 
really sell hardware. Salary no object to start with, until satisfactory 
results are shown. Excellent references. Address Box J-489, care of 
Harpware AcE, New York City. 





AVAILABLE—CONTACT REPRESENTATIVE to carry out plans 
and licies for the promotion of sales—To develop new channels for 
distribution—Practical merchandising experience. Successful sales record. 
Wide and intimate acquaintance in hardware field. Traveled extensively 
over the entire United States. Desire connection only with manufacturer. 
ng 3 secondary to proposition offering stability and future. Address 

Box J-490, care of Harpware Ace, New York City. 


EXPERIENCED TRAVELING SPECIALTY SALESMAN wants to 
sell for manufacturer, Have sold Hardware, Auto, Mill, Mine and Factory 
Supply Jobbers in most of the United States and Canada, also some Rail- 
roads and large Industrial Plants. Nominal salary and expenses. Honest, 
active, clean cut, convincing talker. I know how to sell goods. Can you 
use a hustler. Address Box J-503, care of Harpware Ace, New York 
City. 


SALESMAN with fifteen years experience calling on wholesale, retail 
and industrial trade in Western Pennsylvania, Eastern Ohio, and Northern 
West Virginia. At present employed as district manager for National 
Concern. Well educated and excellent references. Desire sales position 
with greater opportunities, or will represent good strong line on a commis- 
sion basis. Address Box J-504, care of Harpware AGE, New York City. 


CATALOGUE COMPILER AND SUPERVISOR—For several years 
with leading Hardware Catalogue Publisher, also have executive ability 
and experience in both buying and selling ends of Hardware and Mill 
sana. I am also considered an oe high class tool man. Can 

le any combination position with Jobber, manufacturer, or catalogue 
publisher. Address Box J-498, care of Harpware Ace, New York City. 


HARDWARE SALESMAN, 45 years old, who for the last twenty 
years has successfully represented two Hardware Jobbers in New York 
State territory, would like to make a connection with a good reliable 
Jobber or Manufacturer. Can furnish first class references from past 
employers. Moderate salary. New York State territory preferred. Ad- 
dress Box J-499, care of Harpware Ace, New York City. 

















EXPERIENCED HARDWARE MAN, forty-two years of age, single, 
sober and industrious. Twenty years’ experience in wholesale and retail 
hardware business as manager, buyer and salesman. Want a position of 
responsibility and trust with some reliable firm. Can furnish good refer- 
ences. oderate salary. Middle West or South preferred. Address Box 
J-462, care of Harpware Ace, New York City. 





I OFFER six years of German experience as hardware clerk, window 
dresser and sign printer. I want a similar position in American house. 
Will consider also office or stock room work in the hardware trade. I 
am 25 years old, six foot, single and three years in the U. S. A. Address 
Box J-493, care of Harpware Ace, New York City. 


SALESMAN, thirty-four, married, excellent mechanical background. 
Have covered the eastern section of United States selling hardware spe- 
cialties. Would like connection in Hardware or mechanical field. Ex- 
= reference. Address Box J-500, care of Harpware Ace, New York 

ity 








SALESMAN experienced in the Hardware and Paint line, desires posi- 
tion with reliable manufacturer for Philadelphia and vicinity. Have about 





two hundred accounts in the retail hardware and paint trade. Address 
Box J-506, care of Harpware Ace, New York City. 
HARDWARE and Housefurnishing man with following: Over ten 


years’ experience selling to hardware and housefurnishing trade, desires 
Position as salesman in same line. Best of references. Address Box 
J-492, care of Harpware Ace, New York City. 


HARDWARE MAN —13 years’ retail experience desires connection 
with New York Hardware Jobber. illing and conscientious worker. 
Salary secondary to opportunity. Address Box J-505, care of HARDWARE 
Ace, New York City. 








YOUNG MAN, 24, 
paint and plumbing supplies. 
position. 


single, has retail selling experience in hardware, 
Knowledge bookkeeping. Desires permanent 
Address Box J-508, care of Harpware AGE, New York City. 
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CREDIT MAN, 33 years of age, married, with 12 years’ experience in 
hardware, housefurnishings, dry goods and general merchandise lines, 
seeks permanent position. Understands relation of sales to credits and can 
furnish best of references. Prefers Metropolitan New York area but will 
go anywhere. Address Box J-483, care of HaRpDwarE AGE, New York City. 


HARDWARE MAN—Twenty-five years’ experience in Wholesale and 
Retail Lines. Salesman, Buyer and Manager. Competent to take charge 
of department. Married, Sober and Industrious. Am_ in good health and 
will consider proposition anywhere. Will furnish satisfactory references. 
Address Box J-486, care of HarpwareE AcE, New York City. 








YOUNG MAN with a successful record selling Hardware and Automo- 
tive Jobbers in Missouri, Kansas, Iowa and Nebraska would like to hear 
from a manufacturer or manufacturers’ agent who wants a dependable 
representative in the above territory. Can furnish best of references. 
Address Box J-485, care of Harpware AGE, New York City. 





YOUNG MAN, 31 years of age, married, twelve years’ experience as 
hardware store manager, desires like position, or on road for manufacturer 
or jobber. Can furnish best of references, and will locate in any part of 
the country. Address Box J-509, care of HarpDwarE AGE, New York City. 





BUSINESS OPPORTUNITIES 


Prosperous Hardware Business in one of best towns in 
Good trade in builder’s hardware and tools. Large farm 
Located in best business section of city. Lease. 
Address Box J-510, care of Harpware AGE, 





FOR SALE: 
New Mexico. 
and railroad trade. 
Inventory about $30,000.00. 
New York City. 


FOR SALE, at a great sacrifice-for quick sale, 83 lineal feet ‘““Duluth” 
Oak finish fixtures, 1 Oak finish Nail Counter with 27 metal bins, 2 
sections steel bolt shelving, cash register, garden tool rack, four display 
tables gnd small safe. C. E. STARR, 4007S. Main St., Phillipsburg, 
New Jersey. t 








SALES REPRESENTATIVES WANTED 


SALESMEN now calling on the wholesale and retail hardware and 
paint trade to carry a complete line of “DUO BLADE” SCRAPERS. 
This is one of the finest lines of floor, wood and paint scrapers and it 
is being bought by some of the best accounts in the country. We n 
the services of several hard-hitting specialty men who know how to do 
missionary work with the retailers, who can launch a line and deliver. 
Straight commission contract with full credit on repeat business. Tell us 
about yourself, the lines carried and the actual territory covered. Every 
city and state in the country is open. Address VOSCO TOOL COM- 
PANY, 1625 N. Hancock St., Philadelphia, Pa. 








SALESMEN WANTED with experienced following among wholesale 
paint and hardware trade to represent reputable paint brush manufac~ 
turer. Compensation on_ strictly commission basis. Excellent opportunity 
for the right man in: Tennessee, Kentucky, Minnesota, North and South 
Dakota, Mississippi, Alabama, Louisiana, Missouri, Kansas, Nebraska and 
Colorado. Address Box J-502, care of HarpDWARE AGE, New York City: 





SALESMEN WANTED to sell dealers our sanitary line—commission 
basis. Opening in Ohio, New York, New England, Michigan, Minnesota, 
West Virginia and some other states. No objection carrying some other 
line with ours. Write us for details. Address WESTERN METAL 
SPECIALTY CO., 3043 No. 30th St., Milwaukee, Wisc. 





SALESMEN WANTED: Several territories open for live manufactur- 
er’s agents to carry a side line. We have a first class specialty that is: 
priced to sell. Write fully stating territories covered. Address Box J-507, 
care of Harpware Ace, New York City. 




















ROPE SALESMAN WANTED. 
Ib. basis. Fast selling side line, five per cent commission. 
Company, 82 South Street, New York City. 


100 per cent pure Manila rope, i4c. 
United Fibre 





HARDWARE AGE 





























INDEX TO ADVERTISERS 

















THY ADVERTISERS 


INDEX is published as a convenience and not as a part of the advertising contract. Every 


No allowance will be made for errors or failure to insert. 


care will be taken to index correctly. 
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A. & J. Kitchen Tool Co....... 
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American 
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American Gas Machine Co.. 
American Ring Co. 

American F ty im mere. Co... 22... 
American Screw Co. 
American Sheet & Tin Plate Co. 
American Stainless Steel Co.... 
American Steel & Wire Co...... 
American Window Glass Co.. 
Ames-Baldwin-Wyoming Shovel 
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Co. 
Ames Shovel & Tool Co.......- 
Anti-Borax Compound Co....... 
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Armstrong Bros. Tool Co 
— & Hegeman Electric 
Se ee eee 
PE eS ae oer ee 
Automatic Washer Corp........ 
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Babcock Co., The W. W....... 
Bakelite Corp. 
Bassick Co. 
Beaver Mfg. Co. 
Bemis & Call Co... .6..c.c00s 
ere Ti, TAC. CIRO, o0:0:6::54.0: 
Bethlehem Steel Co...........-- 
Birtman Electric Co............ 
Bismarck Hotel (New)......... 
Bissell oh Be Sweeper Co...... 
Blair Mfg. 
Blaisdell Pencil RNs cote 65-4'th 
Bommer Spring Hinge Co....... 
Bosley Co., D. W. 

Boston Varnish Co............. 
— Woven Hose & Rubber Pe 
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Bridgeport Screw Co 
Brockman Co., Oscar..... 
Brown & Sharpe Mfg. Co. 
Brush-Nu Co. 


Buffalo Wire Works, Inc 
Burnley Battery & Mfg. Co... 
Burroughs Adding Machine Co. 







Lliietl 


c 


Calbar Paint & Varnish Co..... 
Carborundum Co 
ee OR eee 
Cattaraugus Cutlery Co......... 
Chain Products Co............. 
Chicago Spring Hinge Co....... 
Clawson Machine Co........... 
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Cleveland Quarries Co.......... 
Cleveland Mg A Spring Co..... 
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Columbian Rope 
Conestoga Corp. 
Continental Screen Co.......... 
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Corbin Cabinet Lock Co........ 
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Crown Cork & Seal Co......... 
Cyclone Fence Co............+- 
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Damascus Steel Products Co... 
Dazey Churn & Mfg. Co. 

De Laval Separator Co.. 

Delta Electric Co....... 
Deniston Co. 
Diamond Calk Horseshoe Co. 

ietz Co., E 

Disston & Sons, Inc.. 
Dormeyer, Inc., A. F. 
ee 8 Eo ear 
Duluth Show Case (Co.......... 
Du Pont de Nemours & Co., E. I 
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Durable Products Co........... 
Durable Toy & Novelty Co...... 


Eagle Lock Co..........+-+00+- 
Eagle Mfg. 
Eastern Tool ee Coss cess 
Edison Lamp Works..........- 
Edlund Co. 
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Electric Cutlery Co............ 
Empire Level Mfg. Co......... 
Enterprise Iron and Wire Fence 
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Estwing Mfg. 
Eversharp Shear Co............ 
Everedy Co. 


F. & N. Lawn Mower Co....... 
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Flexible Steel Lacing Co. 
Frantz Mig. Co......... ie 
Freach: Battery Co.66506 2055002 
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General Grinder Corp.......... 
AeOMOTEl LOCK GOTO. 6. 6.6.00 00.046 
General Wheelbarrow Co... 
Gilbert & Bennett Mfg. Co. 
Good Housekeeping 
Goodell Co. 
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Grigsby-Grunow Co. 
Grinnell Washing Machine Co... 
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Hanlon & Goodman Co......... 
Harrington-Richardson Arms Co. 
Heller & Co., W 

Hercules Powder Co 
Hibbard, Spencer, Bartlett & Co. 
Hill Clothes Dryer Co.......... 
Hoeft & Co. 
Hoppe, Inc., 
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Igoe Brothers 
Independent Lock Co.......... 
Indiana Steel & Wire Co....... 
Ingersoll Steel & Disc Co....... 
Ingersoll Waterbury Watch Co., 

Inc. 
International Harvester Co.. of 

America 
International Safety Razor Co. 


Irwin Auger Bit Co............ 
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Jennings Mfg. Co., Russell..... 
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Rely yo, & Tool Works of the 
American Fork & Hoe Co.... 
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Keystone Steel & Wire Co...... 
Da oY eer 
Klein & Sons, M 
Knapp-Monarch Co. 
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Lamson & Sessions Co.......... 
Landers, Frary & Clark....... 
Laub Products 
Leipzig Trade Fair, Inc........ 
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Marshalltown Trowel Co........ 
Marvel Rack Mfg. Co......... 
Ee oe eee 
Maydole Tool eorhs 0 oe 
Meisselbach Mfg. Co., A. F..... 
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Millers Falls-Goodell Pratt Co.. 

Miller Somes, 
Milwaukee Brush Me, Cee iw 
Milwaukee Stamping Co........ 
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Monarch Products Co.......... 
Montague Rod & Reel Co....... 
Moore Push Pin Co............ 
Morse Twist Drill & Machine Co. 
Murphy Sons Co., Robert...... 
Myers & Brother Co., F. E..... 
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National Carbon Co. 
National Lead Co. 





New Haven Check Co. 
New York Wire Cloth Co....... 
Newport Chamber of Commerce 
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Nineteen Hundred Corp........ 
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Northwestern Barb Wire Co.. 
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Oliver Iron & Steel Corp....... 
One Minute Mfg. Co...... 
Ontario Knife Co.... 
Osborn Mfg. Co.. 
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Page Steel & Wire Co.......... 
Paine Co. 
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Peerless Handcuff Co........... 
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Pennsylvania Lawn Mower Wks. 
Perfection Stove Co., Inc 
Pharis Tire & Rubber Co... 
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Philadelnhia Lawn Mower Co... 
Se ee eee 
Pittsburgh Plate Glass Co....... 
Pittsburgh Steel Co............ 
Plumb, Inc.. Fayette R........ 
ONES. El. Mad.acs wakheses-eccce 
Progressive Mfg. Co........... 
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Reed & Prince Mfr. Co........ 
Remington Arms Co., Inc...... 
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Remington Cash Register Co., 
BE wtdeesaduawees +euede nak — 
Reynolds Wire Co............-:s 
Rich Pump & Ladder Co........ 36 
Richards-Wilcox Mfg. Co....... 14 
Riessner, T. 
Robertshaw one ge) a ere 
Robinson, Edward 
Ruby Chemical Co............. — 
Russell, Burdsall & Ward Bolt & 
Nut Co. 
Russell & Erwin Mfg. Co 
Mosms Cement Coie. cc cscscces --- 
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Sabin Machine Co.............. 
Samson Cordage Works........ 
Sandvik Saw & Tool Corp...... 
Sangamo aay he ba suawtes 
Sapolin Co., 
Sargent & ton 
Schalk Chemical Co. 
a | EE ai 
Schrade Cutlery Co.........+. - 
Shapleigh Hardware Co.......- 
Sheffield Bronze Powder & Sten- 
cil Co. 
Sheffield Products Co........... 
Shelby Spring Hinge Co........ 
Sherman Mfg. Co., H. B....... 
Silver LERG Col. cc cceciceccins 
Simmons Hardware Co......... 
Simonds Saw & Steel Co........ -— 
Skelton Shovel Works of the 
American Fork - Hoe Co.. 
Slaymaker 
Smith, Inc., 
Standard Electric Stove Co..... 
Standard Tool Co.... 4 
Stanley Works ....... 3 
Star Heel Plate Co..........-. 
Stewart-Warner Corp. 
Swartzbaugh Mfg. Co.......... 
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Thompson & Son Co.. Henry G. -— 
Toledo Wheelbarrow Co........ -- 
Trow. & Holden.......... re 
Tubular Rivet & Stud Co...... 
Tucker Duck & Rubber Co..... - 
Turner Brass Works.......... 


U 


Union Steel Products Co....... 

J. S, Cartridge CO... sc cece - 
Thy ee NE ne cinie Sccicees —_ 
U. S. Stamping Co...... 


Union Hardware Co........... 13 
g 


Vv 


Vaughan Novelty Mfg. Co.... . — 
Vickie Teel CO... 6 occcvccccecee 
WOTIE OO cine cctscccvetse — 
Voss Bros. Mfg. 


Walworth Co. 
Warren Mfg. Co., J. D........ 
Washburne, E. G., & Co......- _- 
Western Cartridge’ eh ee poe -- 
Wickwire Bros. 
Wickwire Spencer Steel Corp... 
oi a Seer rie -- 
Wilson & Co., Inc., C — 
Winchester Repeating me ca. 4 
Witt Cornice Co............-+- -—- 
Wood Shovel & Tool Co....... 5.7 
Wooster Brush Co........-.-+--- 47 
Worthington Co.. George..... 





THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 
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Wright Steel & Wire Co., G. F. — 
Y 

Yale & Towne Mfg. Co........ — 
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woop SCREWS 


Rivets Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigléy; Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 





Some of the products made by 
™ATLAS TACK 


CORPORATION 
FAIRHAVEN, MASSACHUSETTS 
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From Rubber Tips and Bumpers 


Every month in the year you are sure of profitable 


sales. Displayed from open counters they suggest 
their many uses—protection from scratches, elimi- 
nation of noise, and a lasting protection to walls, 
furniture, closet seats, doors, and casements. 


Rubber Headed Nails | far@ i> Zim aAVA >a A101 "S LOL 


Used for piano and cabinets, 
or where an inexpensive rub- 
ber tip is required. Lightweight—durability—and safety are com- 


bined in Rich Spruce Ladders. 


These sales advantages assure you satisfied cus- 
tomers and more ladder sales. 


Slotted Screw tip Get “Rich” Quick for Ladders 
A low-priced bumpér for 
door stops, furniture, closet The Rich Pump & Ladder Co., Cincinnati, Ohio 
seats, and hundreds of other 
uses in the home. 

SEND FOR CATALOGUE NO. 50 


Complete line-up on all our Rubber Tips and Bumpers. 
Supplied by your wholesaler or direct. 








370 ATLANTIC AVE. VES 
BOSTON ~ ~ ~ ~-~ MASSACHUSETTS 
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CONVENTION TIME 









Believing that the jobber-dealer method of distribution is 
the best for the hardware industry as a whole and seek- 
ing to improve the standards of our industry, therefore, 
















ii RO ca 


- « BEIT RESOLVED » 


THAT » We hereby pledge ourselves to a policy 









of quality and service. 









THAT » We will handle only those lines which 


help us to maintain the above with the nec- 










essary assurance that such lines give to both = 






jobber and dealer a fair profit. 






THAT » Fair profit can best be obtained by hand- 
ling only those lines which bear the maker’s 







name and his recognized trade mark. 






THAT » Weshall give preference to manufacturers 


who have a strict jobber-dealer distribution 






policy and whose lines are never sold through 





’ 


chain stores. 






















THAT » We, as members of the National Hard- 


ware Association of the United’ States, will 


The David Maydole Tool 
Corporation has a strict 
jobber-dealer distribution 

















i aneeibee do everything in our power to encourage the 
this kind of a policy is en- 
titled to the support of all 
jobbers and dealers. HOW 


WILL YOU VOTE? 


establishment and the maintenance of sucha _ 


policy throughout our entite organization. 


ae 
SMM io ike. i 




















Manufacturers of: 






THE MAYDOLE HAMMERS 

DAVID MAYDOLE - NORWICH HAMMERS 
MAYDOLE COLD CHISELS 

TOOL CORP. 4) MAYDOLE WRENCHES 
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NORWICH, NEW YORK MAYDOLE HATCHETS 






TOOLS 
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3 EDUCATIONAL 
OPPORTUNITIES 


in 
Chicago, Oct. 19th to 22d 


American Hardware Manufacturers 
Association, 63rd Annual Conven- 
tion, Palmer House. 


National Hardware Association (Job- 
bers), 37th Annual Convention, 
Palmer House. 


‘> J. D. Warren Mfg. Co., “Model 
3 Retail Hardware Store,”’ Merchan- 
eDe 3; 

dise Mart. 


More manufacturers _ representing 
your source of supply, with attractive 
displays of merchandise, are located 
under one roof in the great Merchan- 
dise Mart than anywhere else in the 
world. The building itself, the world’s 
largest, is worth a visit as a mighty 
piece of modern engineering. In it is 
housed the Model Retail Hardware 
Store maintained solely for the demon- 
stration of Warren Fixtures. Here 
you may see and talk over with War- 
ren engineers the very latest develop- 
ments in store arrangement and open 
display fixture designs. 











ee eee 


J. D. WARREN MFG. CO., 
1471 Merchandise Mart, Chicago, III. 
We want to know more about Warren Fixtures. Please send us 
0D The Warren Fixture Catalog. 
D Nail Bin Counter Folder. 
( The Warren Display Table and Cutlery Case Folder. 
D Information Sheet for Suggestive Store Arrangement. 


Name 


- 10-15-31 


a oe 8 ne oe ee ee ee US 
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Present “ae er PEE saniy 


Hardware dealers, whose stores we have modernized with open display, 
have been amazed at the results. They watch people circulating through- 
out the store, around “islands” of Warren Display Tables, actually selling 
themselves many additional items. Sales percentages on individual 
articles, depending on how they are displayed, leap from 200 to 600 
per cent. 

You will want such merchandising help for your Fall and Holiday 
season. The wonder is that you can buy Warren Sectional Wall Fixtures, 
Display Tables, Cutlery Cases, Nail Bin Counters, ete., at lower prices 
than ever before. The situation seems ready-made for your advantage. 
Immediate action will mean an initial saving and a consistently greater 
sales volume for the balance of 1931 and many years to come. Send the 
coupon for full details and prices. 


J. D. WARREN MFG. CO. 


1471 MERCHANDISE MART, CHICAGO, ILL. 


WA BD RE i DISPLAY. FIXTURES 


HARDWARE AGE 

















